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Under present day conditions it becomes more necessary than 
ever that you choose carefully your line of shoes. 


You cannot more intelligently safeguard your business than to 
use only those shoes that have stood the exacting test of time 
....Shoes which were originated with a standard of perfection, 
and have held to that standard through the years.... shoes 
which keep pace with every progressive development and ful- 
fill every modern need.... shoes which actually do everything 
that is claimed for them. 


Such are PEACOCK SHOES....sold continuously for over a 
period of eighteen years by so many shoe merchants that there 
is no question as to their superiority. 


The outstanding record of PEACOCK SHOES 
is a tribute to their fine style, quality and fit, and 
offers conclusive proof that quality yields the 


largest percentage of return on the investment. 


PEACOCK SHOES retail for $8.50 to $10.00 with a margin of 
profit that meets the present day retail needs....Ask for com- 
plete information about the exclusive franchise for your city. 


CHUKKER... A Peacock pat- 
tern adaptable to combina- 
tions of white buckskin with 
colored calf trims. 


A high fashion note...brown 
or blue pinseal morocco with 
white kid trim. Either Cuban 
or Boulevard heels. 
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BOYD-WRIGHT SHOE CO| 
SAINT LOUIS -- U.S.A] 
PEACOCK SHOES “ONE OF AMERICA'S FOREMOST STYLE NAMES" 


When writing advertisers please mention Boot and Shoe Recorder 
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Boot AND SHOE RECORDER 


B. C. Bowen, 


representative of the 


western 
Boot AND SHOE RECORDER, Says: 


“We are all SALESMEN. 
Either of goods or services. There 
are all kinds of salesmen, just as 
there are all kinds of goods from 








quality to junk, and all kinds of 
services from gilt edge to blue 
sky. 

“Salesmen of stout heart and 
moral stamina have fought one 
grand battle and in the front line 
trenches of this helluva depression. 
Men of this caliber are the ones 
usually found with a quality line. 
Their battle has been all the hard- 
er because of the junk and shoddy 
which many retailers and others 
along the distribution line have 
felt it necessary to turn to. 

“No worthwhile business, nor 
business reputation, has ever yet 
been built upon such. Quality has 
fought a good fight and is rapidly 
coming back into its own as the 
dollar starts back to a faster ve- 
locity.” 

* * * 


F rank H. Bush 
of Wetherby Kayser Shoe Com- 
pany, Los Angeles, Cal., says: 

“Business is showing a steady 
improvement since the bank holi- 
day. Colors in order of demand 
are: black, white, blue, gray, 
brown, beige. Mostly kid, some 
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The VOICE of the TRADE 


patent leather, suede finishes. 

White, also fawn, especially per- 

forated, unlined, low heel oxfords 

are strong. Patterns—in order of 

calls: ties, gore step-ins, trimmed 

and plain pumps and few straps.” 
x * * 


p aul Crawford 


of the Crawford Shoe Company, 
Lima, Ohio, reports an interest in 
gray and in the entire field of per- 
forations. Best colors selling are 
black, blue, gray, beige, brown, in 


the order named.” 
* * * 


Matthew A. Condon 
of James A. Condon & Sons, 
Charleston, S. C., reports all 
whites strong and light colors fair 
and a buying bulge that has kept 
up since Easter. He looks for his 
next sales peak during National 
Sport Shoe Week, May 22-29. 


* * * 


(A) 





H. c. McLaughlin, 


president of the Potter Shoe Com- 
pany, Cincinnati, made National 
Foot Health Week a phenomenal 
success by staging a special dem- 
onstration at Potter’s to correct 
and guide the growing feet of 
children. Moving pictures de- 
picted child life and showed pro- 
nation of the feet as a result of 
the improper size stockings and 





MAY 13, 1933 





11 











WAS y\ 
re 


shoes. Newspaper advertising 
synchronized with window display 
to stimulate the community to an 
interest in correctly built good 


shoes. 
* * * 


F « E. Foster’s 


store in Chicago featured in their 
window a full-page advertisement 


ee Se Oo, 


prepared by the Chicago Daily 
News: “WHY QUALITY?” 
The entire page is a quality key- 
note for the merchant—for it il- 
lustrates two well-worn pairs of 
shoes in actual size and captions: 


“WOULD YOU CALL THIS 
SMART ECONOMY? What 
makes one pair of shoes a good 
buy and another pair the poorest 
sort of economy? It’s because 
Quality has been built into one 
pair and not the other. Quality 
of materials—Quality of workman- 
ship—the integrity of the manu- 
facturer. And yet as simple and 
obvious as it is, untold thousands 
have been, and still are, cheating 
themselves every time they make 
a purchase by trying to be too eco- 
nomical. You can’t get something 
for nothing! You can’t get the 
service and satisfaction you are 
entitled to if you close your eyes 
to Quality and buy price alone! 
Good merchandise has never been 
priced so low. When you buy, 
buy something good. That is the 









































real way to get your money’s 
worth—that is the only sure way 
to save. 
“To get your money’s worth.” 
x *k * 


D. Myers & Sons 
of Baltimore, Md., are first to an- 
nounce : 

“IMPORTANT NOTICE OF 
PRICE ADVANCES! Due to 
increases we have paid during the 
past month, we find it necessary to 
immediately advance the price of 
our Number One line to $1.45. 
These shoes based on today’s mar- 
ket would be considerably higher— 
therefore the price of $1.45 is only 
temporary! Due to unsettled con- 
ditions of commodity prices, we 
cannot guarantee the price on any 
of our shoes—therefore, All Prices 
Are Subject To Change Without 
Further Notice!” 

x * x 


™ A. Leopold 
of the Coward Shoe Stores, New 
York City, posted on May first a 
sign in every Coward shoe depart- 
ment—“No change in price—plus 
1 per cent State tax,” and on every 
bill to customers a rubber stamp 
applies: “State tax 1 per cent”— 
thereby informing the public that 
the tax was visible and not con- 
cealed within the price of the 
goods. 

a 


wa PAL 





The American Hatter 


this week says: 

“The one distinctly new style 
that can be sold in the next few 
weeks is the STRAW HAT. 

“The man who buys a straw 
hat slips into the Summer atmos- 
phere and becomes a prospect for 
new Summer neckwear, shirts, 
shoes, clothing and all other items 
that make prosperity in our mu- 
tually dependent apparel industry. 

“Straw hats will be shown in 
the store windows in a few days. 
Every man in our industry who 
wants to help himself and his busi- 
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FORWARD MARCH! 


—The battle is on. 

—A battle of words it is this time—between 
the inflationists, the deflationists, the 
reflationists or what have you. 

—But let ’em wrangle. 

—The thing that interests us ordinary busi- 
ness men most is that factory inventories, 
store inventories and home closet inven- 
tories are disgracefully low. 

—Replacement is the order of the day. 

—There is still a lot of purchasing power in 
this country. People who control this 
power need things, lots of things, and 
need them badly. 

—If they will loosen up and spend, that 
additional money in circulation will speed 
up production, will relieve unemployment 
to some extent at least, and will help the 
whole situation to a definite degree. 

—Let the wranglers wrangle. 

—What care we, so long as business moves 
forward again. 


Zeck 6 TEE 


President. 








ness will be ready to wear a straw 
hat at that time—preferably with 
a fancy band, so that the new 
Summer style effect may. be still 
more unmistakable—and will wear 
it on every fine day during the 
coming weeks.” 

When straw hats come, can 
sport shoes be far behind? Isn’t 
it also a good idea for every clerk, 
everywhere, to wear sport shoes to 
stimulate the sale of an extra pair 


by example? 
os 


a 
is the one city in the State of 
New York with every merchant 
in accord on the subject of sales 


tax collection. In a full-page ad- 
vertisement, every merchant in 
town signs his name to the fol- 
lowing : 

“NOTICE TO THE PUBLIC: 
On the first day of May, the State 
of New York will start to collect 
from the merchants of the State 
the 1 per cent sales tax recently 
passed by the Legislature. 

“The merchants of the State op- 
posed the passage of this law to the 


utmost, feeling that in so doing they 
were fighting their customers’ battle. 


They are just as much opposed to the 
tax now as ever and plan to institute 
a fight against its reenactment by the 
Legislature next year. However, the 
law has been passed and the money 
derived from the tax will go into the 
State Treasury. 

“The retailers in opposing this leg- 
islation pointed out to the Governor 
and to the Legislature that there was 
no other way for the retailers to do 
except to collect this tax from their 
customers. 

“Therefore, on the first of May the 
tax will be added to all retail sales. 
On items of 50 cents or over the tax 
will be added to the retail price, and 
shown on the sales tag as a separate 
item. Items under 50 cents the tax 
will be included in the sales price. 

“The law calling for this tax spe- 
cifically states: ‘No person engaged in 
the business of selling tangible per- 
sonal property at retail sales shall ad- 
vertise or hold out to the public in any 
manner, directly or indirectly, that the 
tax imposed by this article is not con- 
sidered as an element in the price to 
the consumer.’ ” 


* * * 


ln Zanesville, 
Ohio, a shoe organization was 
fined $100 and costs for “repre- 
senting itself as quitting business,” 
whereas the district attorney main- 
tained it was merely reorganizing, 
that new stock was placed on sale 
during the closing out period and 
that the firm represented itself as 
being forced to give up its lease. 

* * * 


J. Henry Gensler 
of the Bishop Shoe Company, 
Pittsburgh, Pa., suggests: 

“Why not make May 28 Sport 


Shoe Sunday? It comes just 

ahead of Decoration Day. Let all 

shoe merchants get behind it to 

make it an annual affair. The bet- 

ter the day, the better the shoes.” 
* * * 


Mss. N. P. Nuyens, 
buyer of women’s shoes for R. H. 
Macy Co., New York, said they 
were not anticipating any shoe re- 
quirements beyond their regular 
normal needs. 
“Manufacturers from whom we 
buy shoes,” said Mrs. Nuyens, 
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“have agreed to protect us on. our 
first Fall shoe promotion. All that 
we are demanding of our shoe 
manufacturing contacts is to keep 
us competitive and this has been 
offered in every case. We believe 
the public wants shoes and Macy’s 
wants to sell shoes. The public is 
not yet in position to pay more for 
shoes and we are doing nothing to 
retard the present buying urge 
which is taking place.” 


xk * x 
Hutzter Brothers 
of Baltimore, Md., observed 
their seventy-fifth anniversary 


with an exhibit of a complete col- 
lection of Laird-Schober & Co. 
shoes, held in the third floor shoe 
shop. The exhibition afforded an 
opportunity of viewing the fine 
art of the new mode in women’s 
footwear, for over a_ hundred 
styles were shown covering the en- 
tire range of the shoe fashions for 
Summer. A factory representa- 
tive was in attendance during the 
exposition week and a model shoe 
workshop was set up in the Hutz- 
ler shoe shop. 


* * * 


Pp resident Toepfer 
of the Des Moines Shoe Retailers 
Association sponsors a plan for 
cooperative promotion of white 
shoes in May. The association 
members were guests of the Reg- 
ister and Tribune at a recent din- 
ner, when plans were made to give 
white shoes a send-off. President 
Toepfer says: “Men are taking to 
white shoes early this season and 
I have already reordered. In wo- 
men’s shoes the demand for white 
shoes has kept up locally to the 
standard of last year and the trade 
is now in the transition period— 
the spotlight moving from gray 
shoes to white.” 


* * * 


ee Kalisky, 
president of the Shoe Travelers 
Club of Los Angeles, has obtained 
the cooperation of the Los An- 
geles Chamber of Commerce to 
make a thorough canvass in the 12 
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nearby States in promotion of the 
shoe exposition and style show to 
be held in Los Angeles—June 12, 
13 and 14. It is expected to be 
the biggest shoe event that has 
ever taken place on the Coast ter- 
ritory. The chamber will send out 
30,000 pieces of literature with an 
invitation to every shoe retailer 
from Denver west. 

Mr. Kalisky was one of the 
founders of the National Shoe 
Travelers Association and he held 
high office in that body for many 
years. His permanent headquar- 
ters are now in Los Angeles and 
he has thrown all of his energy 
into the development of this time- 
ly convention. 


* * * 


Robert Lazarus 
of the F. & R. Lazarus Company 
of Columbus believes this is the 
first time, to his knowledge, that 
an offer has been made to the pub- 
lic of a 30-day wear test—“Walk 
in them. Shop in them. Dance 
in them—then if you are not per- 
fectly satisfied, bring them back 
and we will refund your money.” 

The test was made with Selby 
Arch Preserver shoes and another 
store, the Walters Shoe Company 


of Columbus, joined in the promo- 


tion. Mr. Lazarus says: “This 
might appear to be dangerous in 
the case of some shoes; but we 
anticipate very few returns be- 
cause we expect to service and fit 
with scientific accuracy.” The idea 
of guaranteeing foot health or 
money refunded is a radical ex- 
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Salesman: “Couldn’t | interest you in a snappy new bit of foot comfort?” 












































periment that is being carefully 


watched. 
* * * 


— F. Anderson, 


secretary of the New England 
Shoe and Leather Association, has 
devised a bulletin with a special 
heading designed to keep New En- 
gland Representatives and Sena- 
tors abreast of the times insofar 
as the shoe and leather industries 
are concerned. These bulletins 
will carry news or resolutions, 
knowledge of which will be valu- 
able to the members of Congress 
in any discussion of proposed leg- 
islation. An unusual feature, in- 
serted to save the time of har- 
rassed legislators, is the post- 
script, specifying that “these bulle- 
tins do not require acknowledg- 
ment unless the recipients thereof 
so elect.” The first bulletin gave 
a resume of those resolutions 
adopted at the association’s recent 
annual meeting which had a bear- 
ing on our national economic 
policy. 


* * * 


Md 

Lave salesmen 
of decision” is the policy of the 
T. S. Childs Company, Inc.—shoe 
store in Holyoke, Mass. To make 
them more self reliant, a sign is 
fastened on the door of the presi- 
dent. This message was originally 
written by the store’s founder. It 
reads: 


“Please 


Do not take up with me any detail that 
you can possibly settle yourself. Guard 
against mistakes, but do not expect 
never to make one.” 
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PUSH VENTILATED SHOES 


Sell Coolness and Foot Comfort in Summertime 


Lvs going to be a Summer 
of foot release. Feet are coming up for air—but not 
out. Ventilated shoes will be outstanding in the na- 
tion-wide demand for cooler, more comfortable feet. 
Health and comfort are prime factors in merchan- 
dising ventilated shoes, selling points that have in- 
stant appeal to the customer. But style is no less a 
consideration, as the smartest interpretations of these 
ventilated types have been given a fashion importance 


that makes them equally as acceptable for Summer 
wear as other types of fashion footwear. 

From every section of the country, particularly the 
Middle-West, South, Southwest and the Pacific coast, 
reports indicate that merchants will experience this 
Summer one of the largest seasons they have ever 
had in ventilated shoes. 

“This year we expect them to sell bigger than 
ever,” said Edward C. Orr, of the Potter Shoe Co., 
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TO SPEED SUMMER SALES 


15 





By GEORGE E. GAYOU 


of Cincinnati, Ohio. “We have always given ven- 
tilated shoes full display, both in the store and 
windows,” continues Mr. Orr. Descriptive display 
cards, electric lights in the shoes that shine through 
the perforations and even electric fans in the win- 
dows were used. 

“The clerks were urged to wear shoes themselves 
and the various other departments of the store were 
given a style showing and general selling talk on the 
benefits of the ventilated models. 

“Men are wearing lighter weight clothing than 
formerly. Summer suit fabrics are designed to let 
in as much air as possible and the suits are tailored 


We 


\ 


to fit loosely.. Ventilated shoes fit right into this 
picture. They are sporty in appearance and, at the 
same time, allow air to circulate around the foot, 
keeping it cool and eliminating perspiration. They 
offer comfort with a presentable appearance, just the 
same as the linen and light weight worsted suits. 

“It is our opinion that the plain toe styles will be 
the best sellers this year. They lend themselves to 
fuller ventilation than other styles. The all-over 
blacks and tans, and two-tone tan combinations will 
sell first—probably up until May 15, depending upon 
the weather. When white sport shoes of a general 
character begin to sell in volume, the white, white 
and tan and white and black combinations in ventilated 
shoes will start to sell. They will continue to sell 
longer than other sport types, because July and 
August are always the hottest months and it is then 
that men seek foot comfort more than any other 
time.” 

Extending the selling season into July and August 
as suggested by Mr. Orr, is an important part of 
merchandising ventilated shoes. It’s during these 
two months that an appreciation for this type of foot- 
wear is created and merchants should get a full sea- 
son of selling from the hot weather months. Don’t 
reduce the price of ventilated shoes at a time when 
they have their greatest selling opportunities. 

The Robinson Shoe Co., of Kansas City, Mo., 
supports the contention that July and early August 
is the height of the sales period for ventilated 
shoes. “The sale of them last year was at its peak 
during July and there was very heavy selling the 
first two weeks in August. In fact, during these 
two months they sold almost to the exclusion of 
anything else in the store. In other words, about 
all the business we had was on ventilated shoes,” 
said J. A. Cox, secretary and treasurer of the com- 
pany. [TURN TO PAGE 42, PLEASE] 
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“Quarter of the Year 


‘Phe most significant months 
in the history of the retail shoe trade lie just ahead. 
Four months—and eighteen weeks—to change the 
entire front of retailing so that it will look upwards 
to a new season. 

Four months of a period of recovery that has 
within it June—the best selling month of the year; 
following June—a month of Summer shoe selling 
that should be at regular prices; then, an August of 
quick clearance, followed by a pre-view of Fall styles ; 
then a‘vigorous month of sales to open a Fall season 
early in September. 

Consider the calendar as we have shown it and 
figure out now how many weeks of profitable sales 
effort you can put into four calendar months. 

June can be made, this year, profitable in every 
department of the shoe store, every day. A change 
has come, indicating that June will be definitely a 
month of business recovery. Every merchant, in 
that month, can get regular prices for regular goods 


How Many Weeks of Straight 
Selling in Four Months of Summer? 


and if cities and towns will work in concert on the 
subject of elimination of June clearances, it will be 
a month of real profit the country over. 

To take a loss in June is sheer folly, for good goods 
are worth every dollar asked and new goods will cost 
more money. 

June no longer is the end of a Summer season, it is 
the very heart of the Summer season. Weather plays 
an important part. June is the beginning of hot 
weather throughout the United States. It is the be- 
ginning of the season in which common temperatures 
prevail the country over. 

Summer weather necessitates Summer shoes. 

If a national decision was made for all merchants 
to hold to their grades and prices during the month 
of June, it would be one of the great forces of re- 
covery for the industry. 
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A change of footwear for every man, woman and 
child in America is not too ambitious a program for 
a June month’s selling. For the first time, the shoe 
industry has a national unity of stock in whites, in 
ventilated, and in sport footwear. For that reason 
the shoe trade must consider its Summer stock as the 
most important stock of the year. _ 

Lengthening out the Summer season by two full 
weeks at regular sales prices in July—or four weeks 
--would do more to strengthen the position of the 
retail shoe merchant than any other decision. 

[s it worth following merchandise which has char- 
acteristics only of Summer sale? A good example is 
nierchandising method back of bathing suits. The 
real selling season opens with the first of June and 
continues, without reduction in price, to the middle 
of August. The leading bathing suit houses carry 
stock for the season’s sale up to August 10. The 
understanding is the regular price season is main- 
tained until that point. About August 15, the first 
clearances are declared because of shortage in sizes, 
colors and types of bathing suits wanted. 


By the same line of reasoning, 
a typical Summer shoe stock of white shoes or venti- 
lated types or sport shoes might well be carried in full 
stock up to the 15th of July—and in many cases— 
August 1. The Summer season, as such, has moved 
along so that most of September is now considered 
part.of the Summer in so far as use of the goods is 
concerned. 

This is one season where all the factors of eco- 
nomics, of weather, of necessity for profitable opera- 
tion should make, in the month of July, a profitable 
distribution of shoes. It can only be done by con- 
certed action of all dealers in every community. 

Merchants are ready, this season, to get together 
and it is to be hoped that in May local associations will 
hold meetings to consider lengthening the Summer 
season. 

On our calendar we have indicated a short clear- 
ance season, with the hopes that a new sense of: pro- 
portion might be developed by looking at the :four 
months period and noting the futility of throwing the 
season away through protracted clearance. It would 
be folly to start in June the traditional habit of 
beating the other fellow to the sales period. Stocks 
are in better shape, in every store, in every commun- 
ity. There is no justification for early clearance other 
than imperative need for the money. Even that prob- 
lem can be solved by increased effort at retail. 

National Sport Shoe Week, coming as it does at the 
end of May, is the real beginning of intensive sport 
shoe selling. 

The straw hat people take it for granted that a 
man may open a season with his last year’s straw 
hat, cleaned and renovated. In a few weeks, the man 


SHOE VENTILATION 
FOR HEALTH 


By 
DR. MICHAEL V. SIMKO, M.Cp. 


WY HEN stylists are in accord with health experts the millennium, 
it seems, must have been reached. Today we enjoy this 
felicitous harmony between stylists and shoe manufacturers in 
respect to foot breathing features in shoes. The shoe makes not 
only a compelling appearance but promotes foot comfort. 

Until recent years it had been a popular belief among us humans 
that the foot was a member of the anatomy which required no other 
consideration but a protective covering against wear and the ele- 
ments. The foot was shod and no other attention was thought 
necessary. 

Today we have achieved another stage in the requirements of 
foot hygiene. The foot demands air. This part of the body has no 
different habits than the face or hands or torso. Its hunger for 
air and sun is just as insistent as that of the rest of our anatomy. 
We must satisfy this demand otherwise the foot suffers. 

No one need today deny the feet an opportunity to breathe. We 
need not imprison the foot in dark, heavy shoes. The shoe mer- 
chant offers a window of varieties which will make tired, feverish 
feet purr with contentment. 

Summer sandals assure foot comfort for leisurely occasions and 
the open sport oxford will make any foot grateful when the ther- 
mometer hovers around 80. 

The manufacturers have gone a step farther. It seems they cannot 
do enough for the foot-weary public these days. Not content with 
presenting for foot health a ventilated shoe, certain makers have 
used soles which assure relief from heated pavements. Such soles 
areelight and flexible yet insulated against heat. Other shoes carry 


‘a layer of cork between the two soles to provide resiliency. 


The largest field for perforated oxfords and shoes is for children 
and little tots. Although the child has more opportunity to expose 
the foot, nevertheless a shoe of comfortable last and adequate per- 
forations should be favored. Parents should try to select a foot 
covering which is not too confining. See that the child’s foot gets 
some air—plenty of it, and sunlight, too; via the shoe when possible. 

The foot that is hot, swollen, tired and sweaty should welcome 
the above innovations. In hot weather we can’t crowd a foot into 
hard leather, shut out air and sunlight and then expect it to function 
with the flexibility of Tarzan’s prehensile toes. 


will be in the market for a new straw hat and the 
hope is expressed by the hatters nationally that regu- 
lar prices of hats will continue throughout the entire 
month of July. 

The same thing may hold true in shoes. Many a 
man may start the season with last year’s sport shoes, 
to find that in June and July he needs a new pair to 
carry him through the long Summer months. Giving 
that customer a sale priced shoe in July is only en- 
couragement for a man to wait until the merchant 
is ready to take a loss. That period, we believe, is 
happily over, for this season a profit must be made 
in Summer footwear and with four months of pos- 
sible wearing time, it does seem probable that many a 
merchant will consider this calendar as a guide to 
lengthening out his regular sale period this Summer 
and preparing for a new and better fall season ahead. 

Recovery seems definitely on the way and it will 
show itself in next Fall’s merchandise. A Septem- 
ber appreciation of good shoes is imperative. First 
the merchant, in all probability, will pay more for his 
September shoes. Second, he will have the courage 
to ask more. 






































Industry Prepares for ‘Recovery’ 
Real Changes for the Better in Materials, 


Prices and Fashions for Fall 


The most timely conference 
in the history of the industry was held in New York 
on Monday and Tuesday, May 8 and 9. The preface 
to it might have been said by President Roosevelt in 
his radio address to the nation just twelve hours be- 
fore the first trade meeting—“A partnership in plan- 
ning and a partnership to see that the plans are car- 
ried out is needed in every industry in America.” 

J. Gordon McNeil, chairman of the meeting, took 
his keynote from the President and nearly every other 
speaker tuned in. A new leadership stimulates action. 
Recovery is definitely here. 

The Joint Style Conference (under the chairman- 
ship of James Gordon McNeil, for the National Shoe 
Retailers Association; George H. Mealley, for the 
Tanners’ Council of America; M. E. Tobias, for the 
National Shoe Travelers’ Association, and Elkan R. 
Meyers for the National Shoe Wholesalers’ Associa- 
tion) is, in a way, a continuation of the conference 
committee organized by the War Industries Board in 
1917. In World War days it was an economic con- 
ference and has since developed into a styles confer- 


/ 


ence. Perhaps it is the only body of its kind that has 
kept a continuous inter-trade contact all these years. 
It may flower again as a continuation of both eco- 
nomics and fashion. One of the speakers so outlined 
its possibilities. 

Some forty-one tanners, holding their official Fall 
opening, illuminated the economic part in this new 
picture of what will happen in a period of recovery. 
The major interest was in the price movement of 
leather and for the first time in almost three years, 
the tanners were in position of not having to make 
concessions and _ ride-down-the-depression-slide to 
lower prices. 

Leading leather executives left no doubt that there 
is an increase in leather—not only ahead but here 
already. As to the extent of the upswing and the 
price stabilization of leather none of the tanners were 
willing to hazard a long guess. Telegraphic changes 
were being made by some of the exhibitors during the 
show. Several of the leading tanners reported the 
insistence of some manufacturers in urging that they 
be covered to meet their leather requirements. 
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To go on broad record as to price increases, with 
definite figures, would only throw the retail trade into 
confusion, as there are too many factors in determin- 
ing a leather price which would accurately reflect into 
the cost of a pair of shoes. Grades, types, weights and 
other variables are all considered in leather prices and 
for the retailer to attempt to hazard a guess as to the 
future price of his shoes from any figures we may 
quote would be folly. This much was gathered, which 
is reported from fact and not opinion—that leather 
is going to cost the manufacturer more money and 
certainly this will have to be added to costs. Some 
ot the manufacturers are sensing the advance and have 
covered their requirements for early Fall selling. 
What this means in pairs or prices, we are in no posi- 
tion to say now. 


Seeing by manufacturers 
was keen and we recall no other show where the cor- 
rect use of new colors and leathers was so cleverly 
interpreted by the tanner, as at this meeting. 
Neither retailer nor manufacturer was required to 
depend upon his imagination to visualize certain com- 
binations of colors and surface finishes—the new 
leather was right there. He could pick up shells and 
pull-overs and immediately determine if there was a 
place in his line for types of shoes of this and that 
type of leather or color. 

All trends are toward a season of diversification in 
colors and leathers, with two colors predominating 
in the selection—for brown and dark grey, with va- 
riations of shades in both groups—highlights for the 


larger percentage of retailers the color question for 
Fall. A new aggressiveness, alertness and business 
atmosphere pervaded these booths. In this new spirit 
of business, the industry unquestionably “faces for- 
ward.” 

Women’s Style Forecast: The style group on 
women’s shoes was tremendously helped by the stylist 
group, which in preliminary meetings last week pre- 
pared a new formula for the styles report. In the 
opening day’s session, Miss Ruth Kerr, Miss Kate 
Goldstein, Mrs. Janet Van Loon, Miss Rhea Nichols, 
Miss Pauline Morgan, Miss Elizabeth Ambrose and 
Miss Hilda Rau interpreted the seven divisions of the 
women’s style platform which became the basis for 
the final report. 

Additional evidence and background from the gar- 
ment fields were presented by Miss Charlotte Wil- 
liams, Miss Elizabeth Penrose, Miss Helen Cornelius 
and Miss A. Jacobs. 

The Textile Color Card Association, through Miss 
E. Tennis, interpreted the highlights in silk, woolen 
and millinery. 

Lasts play an important part in women’s footwear 
for Fall and Henry Merdes gave a word picture of 
the new wood that “makes the foot look smaller, 
shorter and neater.” The story “for women’s shoes,” 
next week. 

Men’s Style Forecast: Ina period of recovery with 
millions of men returning to work after enforced 
idleness, there is bound to be an appreciation of shoes 
for dress as well as service. With this keynote, the 

[TURN TO PAGE 40, PLEASE] 
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N. S.R.A. Style Report for Fall 


Official Forecast as Formulated by 
Committees in Conference at New York 


Vv v Vv 


Women’s Styles 


J. GORDON McNEIL, General Chairman 
PAUL SIEGEL, Chairman 


A New Era in Style and Merchandising 


The N.S.R.A. recognizes a new era in shoe merchandising 
beginning in the fall of 1933, with full-fledged development of 
that idea projected some years ago when committees of this 
association perceived the need for advance style reports. 

This new period is rightfully the beginning of shoe mer- 
chandising methods by clear-headed evaluation of ALL THE 
FACTORS which make shoes acceptable to the consumer. 
Today the shoe trade has an unparalleled opportunity to in- 
crease unit sales, because ONE SHOE WILL NO LONGER 
DO THE WORK OF THREE. Shoes are so definitely 
com for specific purposes that extra pairage is entirely pos- 
sible. 


A Note of Sparkling Newness 


The period of craze fashions and novelty shoe exploitations, 
with overemphasis on one or another detail in the shoe, is past 
history, but SHOES MUST STRIKE THE NOTE OF 
SPARKLING NEWNESS, in direct relation to dramatic 
new fashion trends and reflecting the tempo of these fashions. 

Diversity is the keynote of today’s mode—diversity achieved 
by “quick change” accessories that make the costume varied 
and striking. It is imperative that the shoe trade have a thor- 
ough comprehension of the great changes in apparel fashion 
and an understanding of the new approach to shoe designing 
and detailing keyed to these diversified and varied fashions. 

This Committee hopes to crystallize the dramatic changes in 
current fashions as influencing shoes for fall, 1933. 


LASTS: 

Every forward-looking retailer realizes the importance of 
different types of lasts for different types of feet, for pattern 
emphasis, for suitability to the occasion, and refuses to accept 
one last alone as the craze of the moment. With fundamental 
knowledge of these factors he refuses to accept extreme 
round toes alone, but since the fashionable trend is to have 
the foot look short he details special shoes on these lasts for 
his ultra-fashionable customers. The modified toe allied with 
the correct heel and pattern is also essential, and specific lasts 
for occasions, for sports, sandal types and mannish walking 
shoes must all be included, if correct fitting is to be achieved. 


Prevailing Types 


Medium narrow toes. 

Modified round toes. 

— toes for special high-riding types in high-fashion 
shoes. 

Modified and medium-round toes for volume use. 

Prevailing sports lasts and walking shoe lasts derived 
from English custom types. 

Prevailing types in semi-orthopedic lasts with comfort 
and fit essential. 


HEELS: 

The height and shape of heels bear a direct relation to the 

revailing dress silhouette. Sculptured and architectural 
ines continue as important influences on the costume, with 
both “boxy” effects and slight curves allied. It is not acci- 
dental then that heels, for dramatic contrast, stress the high- 
—— line and the new “boxy” line in their relation to these 
t es. 


The Continental and Louis Continental—full breasted, 
16 to 18/8 for volume sales, and 20/8 and 2034 for 
formal shoes. 

The Spanish-Cuban—walking shoe 14/8 to 18/8. 

——_ Cuban—semisports and walking shoe 13% t» 
6, 


The Spanish-Louis—new interest in this curved effect 
15% to 20/8. 

The Franco-China—18 to 21/8 formal—a few 22/8. 

The “Boyish”’—for sports shoes 11% /8 to 13% /8 
wider bottom. 

Built-up leather heels—14/8 to 20/8 town and country. 

Gaucho or Cowboy—new types for walking and swagger 
wear 1434 to 17% /8. 


PATTERNS: 
Patterns on the horizon for fall are all being develope: 
on shells with higher lines. All of the newer patterns 
are functional in the mode, an expression of the under 
lying costume function of the ensemble. 
All shoes with tie fastenings are in the picture. 


Patterns derived from the classic monk, ghillie, kiltic 
tongue and broad T-strap influence both sports ani 
town types. 

It is not accidental that higher lines, closed up effects, 
are in fashion, since they carry out the dress theme oi 
higher necklines and higher millinery. 

Even the pump is cut higher, and the best-seller of the 
past year, the two-eyelet tie, takes on a higher look in 
a Theo tie version with open throat and ribbon lacing. 
Tongue effects are good. The new oxfords with six 
and seven eyelets are in the picture. 

Pattern variations in combination effects—the asym- 
metric, gypsy effects, saddle and panel, and contrast 
vamps and quarters—are all important for Fall. 


SUMMARY: 
Oxfords: Ties; one, two, three-eyelet; Theo ties; Ox 
fords; four to seven eyelets with ribbon lacings. 
Button and Side fastening. Ghillies with tongues. 
Sports and swaggers in moccasin, classic ghillie, kiltie 
and monk. 


PUMPS: 
Step-ins with and without goring. 
New type with tongue and two or three centre buckles. 
Classic plain pumps for staple use, often with vamp 
and quarter contrasting textures. 
Monk types in pump patterns with button or buckle. 


STRAPS: 
T-strap, broad or modified. 
T-strap effects with fringed tongue front for swagger 
and sports. 
Three-buckle straps, a new influence with or without 
tongue. 
Plain broad one-strap, sometimes with contrasting vamp 
and quarter. 
Open-shank straps and sandals for after dark and 
evening types, usually with interesting open vamp 
treatment. 


Treatments 


Actual ornamentation for its own sake is a dowdy 
remnant of post-war shoe design, but the detailings in 
modern shoes are intrinsic in the silhouette, one with 
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the pattern, employed to carry out the broader treat- 
ment and the bolder design, now prevailing im dress 
fashion. The present season offers an excellent oppor- 
tunity for “dressmaking” details in shoes. In fact, 
some of the new treatments are so closely related to 
detailings in apparél that it is possible to show this 
correlation in retail advertising. 


SUMMARY: 
Pattern stitchings: Grouped, brier, zigzag, all over, 
lockstitched. 
Pattern perforations: Classic effects rather than scatter 
perforations often with underlays. 
Pinkings: Classic “Saddle” stitched and perforated 
combinations, also reversed pinkings with underlays. 
Lacings: Thong or leather woven treatments in con- 
trast or ombre effects. 
Tucks, cordings, puffings and pleatings in pattern areas 
and panels. 
Buckles, buttons and fastenings. 
Costume influence makes novel use of fastenings tre- 
mendously important. 
Slides, saddle buckles, buttons in metal or enamel. 
Leather ornaments: Taken from frog fastenings and 
clips on garments as part of pattern or for actwil 
fastening. Also as lacing tips. 


OXFORDS AND TIE LACES: 
Ribbons, cords, leather thongs to be laced and tied or 
with buckle fastening over instep, regulation lacings 
with tips in metal, crystal and wood. 
Strippings and shirred gorings: Strippings are used 
stitched, or plain, also with perforations. Gorings used 
as part of the pattern. 


COLORS: 

There is greater emphasis placed upon colors for 
fall than ever, because women are accepting colors 
more enthusiastically than they have in years. While 
black maintains its position as a staple, it loses some 
of its prestige as a fashion leader to the new dark 
neutrals in the grey and brown family. The shve 
retailer can promote and sell these new colors early in 
the fall because they “go with everything” and have the 
essential newness and sparkle which women appreciate 
after years of depression. This means extra pairage 
since many of these customers will return later for the 
essential staple black shoe. 


SUMMARY: 


Town colors 
formal and informal 
Dark Neutrals: Gun Grey, 
Flint Grey, Brown Taupe 
in combination with colors as 


Tailored and 
Swagger Colors 
Indies Brown, Bourbon, 
Swagger Brown, Madeira, 
Flint Grey, Gun Grey, with 

surface texture. 


below: 
Indies Brown, Madeira 
Brown, New Admiralty (for 


early season only). 


Color Combinations for Subtle and Sharp Contrasts: 


Gun Grey and Flint Gun Grey and Brown Taupe 
Grey and Black Indies and Fawn Brown 
Fling Grey and Brown Taupe Brown Taupe and Fawn 


Necessity for a number of different browns in different 
families or in allied tones for combinations explains the 
number of browns on the standard color card. Old-type 
color contrasts of matching surfaces are supplanted by color 
plus texture contrasts, for sports and town wear, in areas 
of 50/50 or 40/60. 

Gold, silver, black, brown, dark blue, high colors, pastel 
colors, for evening. 


MATERIALS: 

Choice of the fashionably right shoe material is this 
season a choice of the right materials for combina- 
tions. Texture contrasts of two materials are of para- 
mount interest, sometimes supplanting all-over types, 
with the exception of those swagger and sports shoes 
made in calfskin and the new rugged finishes. 

Suede mixed in equal parts with kidskin or light 
calf makes the volume combination shoe for day-long 
wear. 

Novelty grained leathers that have the necessary 


surface interest can be used alone or in combination 
with suede, smooth leathers or service leathers. 
High-lustre finishes for contrast, such as patent and 
silk kid, are used on suede and smooth finishes. 
Genuine reptiles in the dark neutrals and walking 
shoe colors are used more often in combinations than 
in all-overs. 


SUMMARY: 
Tailored: Suede kid, light-weight calf, reptile, novelty and 
coarse embossings, service calf, patent, in combinations. 
Town and Swagger: Suede with equal amounts of calf, kid, 
reptile, patent. 
All-over shoes, chiefly in novelty leathers, service 
calf and boarded calf. 
Semi-orthopedics, staple in all-over kid, calf, and 
suede. 

Three-surface combinations are very new, but in this case 
all matching color. A new interest in materials for true 
afternoon shoes, more formally styled, suede or kid with satin 
or faille, all-over suedes and kids with lustre leather trims. 

Very rough surfaces, both snuffed and glazed finish, should 
be confined to sports and swagger shoes. 

Service suede with snuffed surface leather in combinations 
is in football spectator category. 

Evening shoes in gold or silver kid, often all-over stitched 
in dyeable threads colored suede and doeskin; dyeable fab- 
rics; satin important with use of satin in evening gowns; 
crepe and satin combinations. All of these may be trimmed 
with gold or silver. 


Women's Volume Styles 
L. A. SHEA, Chairman 


- Tailored Town Types for General Use Including 


Corrective Shoes 


For Fall 


PATTERNS: 

1. Oxfords and tie effects. 

2. Stepins and pumps. 

3. Straps. 
LASTS: 

Present types, with a tendency toward rounder toes, 

except in corrective types. 

HEELS: 

10/8 to 18/8. 
MATERIALS: 

1. Calf and kid. 

2. Suede. 


3. Reptile. 
4. Novelty and embossed grains. 


COLORS: 


1. Black. 
2. Brown. 
Note: Flint grey, gun grey and other greys may be consid- 


ered. 
For Winter 
PATTERNS: 


1. Oxfords and tie effects. 
2. Stepins and pumps. 
3. Straps. 
Note: Attention is called to the pattern discussion for this 
season as outlined in the high style program. 


LASTS: 
Same as for fall. 


HEELS: 
10/8 to 18/8. 


MATERIALS: 

1. Calf and kid. 

2. Novelty grains and embossings. 
COLORS: 


1. Black. 
2. Brown. 





Sports Types for Fall and Winter 


PATTERNS: 
1. Oxfords. 
a. Brogue and saddle effects. 
b. Moccasin effects. 


LASTS: 

Present types. 
HEELS: 

8/8 to 12/8. 
MATERIALS: 

1. Elk finished leathers. 


2. Calf. 
3. Embossed grains. 


COLORS: 
1. Brown, in combination. 
2. Black. 


Evening Wear Fall and Winter 


PATTERNS: 
1. Sandal effects. 
2. Pumps. 


LASTS: 

Present types. 
HEELS: 

15/8 and up. 
MATERIALS: 


1. Dyeable fabrics. 
2. Silver and gold kid. 


Men's Styles 


GEORGE N. GEUTING, Chairman 
JESSE ADLER, Vice-Chairman 


President Roosevelt’s triumphant marshaling of the forces 
of business, leading to the speedy recovery of ti, Fy all 
commodity lines, challenges the men’s shoe industry. We can 
shape a course of action which will create a wide-spread 
surge of selling, and establish a merchandising precedent to 
follow every autumn in the years to come. 

The program is simple. Its basic idea is to cause retail 
customers to “change with the seasons.” Shoe merchants 
should make September the month of changing from summer 
shoes into distinctly fall footwear. 

The success of the promotional idea, suggested by the 
Committee last October, which launched the campaign to 
educate men to wear distinct summer types of footwear, has 
been reflected by a great increase in the sale of lighter weight 
business shoes and the usual types of sports shoes. The same 
fundamental idea can be applied to fall and winter footwear, 
providing the industry at large will present styles and types 
for the coming season, with an impetus to create extra pair- 
age sales,—to bring the average man out of his light-weight 
summer footwear and into heavier seasonal patterns, starting 
September 15th. 

Improving economic conditions will affect retail stocks of 
shoes so that the average merchant will find them divided 
into the three following classifications : 

1. Staple types for work and every-day consumption, which 
will increase in sales. These are shoes upon which a moderate 
profit can be made and maintained over a long period. 

2. Speculative types of higher styles, on which a longer 
profit can be enjoyed, but maintained over a shorter period. 

3. Selective high styles for men who seek return to indi- 
viduality. These will show a very large profit, though on 
infrequent sales. 

Price, in other words, must be adjusted to the type of shoe 
sold. * * * * The Men’s Wear imdustry, and that branch of 
the trade which promotes haberdashery and furnishings, as 
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well as the shoe and clothing trades press, have sent capable 
representatives to confer with your Committee. This co- 
operation is invaluable, and gives us a true fashion picture 
on which to base recommendations for successful shoe styles, 

Briefly, the outlook in men’s clothing is an increase in shaggy 
types of woolen fabrics and soft Shetlands, with an increase 
of browns and greens. Neckwear and shirtings will be in pat- 
terns and colors of livelier effects than in many years. In 
evening wear, a swing to strictly formal attire has been noted, 
requiring a return to strictly formal footwear, for evening. 

Your Committee wishes to call the attention of men’s shoe 
retailers to the fact that thousands of men will be changing 
this fall from the present popular lightweight, extremely 
flexible summer shoes into heavier fall patterns, and we urge 
that great care and attention must be given to the proper 
selection of fall and winter shoes, that the customer’s foot 
comfort shall be maintained. We therefore wish to express 
extreme interest in the flexible construction of heavier foor- 
wear, and in the bordered, pliable leathers, in addition to the 
usual seasonal types of grains. 

Observers tell us that retailers the country over are ready 
for a somewhat narrower toe, and are particularly eager for a 
promotional impulse in style. It behooves the industry to 
perfect lasts which will give a custom effect, yet will retain 
the brogue features. This has already been started and fall 
and winter lasts will prove of distinctly sensible lines, yet 
with edge treatments and toe swing that will preserve the 
finer outlines and custom appearance. 


Juvenile Styles 


Fall and Winter of 1933 
MAURICE J. YOSKIN, Vice-Chairman 


By way of introduction: 


In the report made in the early fall of 1932, of the Juvenile 
Styles Committee, we referred among other things to the 
importance of orthopedic features in children’s lines. De- 
velopments in shoes since then have proven the accuracy of 
this trend of thought, so that today in the public mind, cor- 
rectness of last and fitting, with the objective of preventing 
foot ills or improper posture, is the principal requirement of 
the customer in our juvenile department. Therefore, our first 
general recommendation im the layout of lines is: Specify 
that attention shall be given to the correct designing and 
building of shoes. 

But along with this care in selection, there is the equal need 
for a proper promotion of the same idea. We suggest, that 
in your publicity and in your conversation over the fitting 
stool, and in every public contact, the fact be stressed that 
correct fit in conformity to the foot is the most important 
single factor in the shoe. 

With the change in price levels, to which the country secnis 
to be committed, there will unquestionably be a temptation to 
lessen the quality in order to retain the former price. 

It is the belief of your Committee that this policy would 
result in great injury to the children’s department. Quality 
is more important in juvenile footwear than perhaps any- 
where else; since these shoes are subjected to greater and 
more varied wear than in any other class. Hence, quality is 
specially required here, and “Robbing the shoe,” regardless 
of its grade, will be found particularly dangerous. A good 
deal of comment is made about the children’s department, but 
like the weather, nothing is done about it. Again we wish to 
draw attention to the need of a proper display. Proper loca- 
tion and a proper promotion for juvenile footwear are 
essential, since this department, properly managed, gives thc 


- advantage of greater stability of customers—more frequent 


replacements by pair and less fluctuating range of profit. 


Change in Size Classifications 


A confusion in terms, especially in advertising, between 
the sizes in the Junior Misses’ and misses’ Runs has induced 
the Committee to make a change in this classification. The 
term “Misses” has been dropped and the sizes in it combined 
with the Children’s run, which now comprehends those sizes 


between 8% and 3. 
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New Size Runs Adopted Generally 


No further comment is necessary except a listing of these 

size runs. 
Babies’ .... Yee Sidls nie os Se ate) 
RMN, oo. occas ccsvcss coeds cs. See SiG te 
Children’s sizes 8% to 
Children’s .. sizes 12% to 
Junior Misses’ (heels up to 9/8).. .sizes 3% to 
Modern Misses’ ches up to sil .sizes 3 to 
Junior Boys’ ...... sizes 9 to 
Boys’ Reset : ...sizes 2% to 
Big Boys’ sizes 6% to 


For School and Sports Wear 


For Children (sizes 8% to 8) 
PATTERNS: 

. Oxfords (including moccasins) unlined and lined in 
plain toe and shield tip effects (soft toe box prefer- 
able). 

. Kiltie Tongues. 

. Brogue Straps. 

Note: Continue your most popular sport rubber-soled num- 
bers for early fall. 
LEATHERS: 
Quality Group. 
. Elk a bordered leathers in black, brown, camel 
and smoke. 
2. Patent leather. a 
3. White leathers—-buckskin, elkskin, kid and calf (up 
to size 12). 
Volume Group. 
1. Elk type leathers. 
2. Black and brown smooth leathers. 
3. Patent leathers. 
Note: Flexible soles are the only soles to use as they pro- 
mote barefoot freedom, so essential for the growing foot, and 
yel give greater service. 


Junior Misses 
(Sizes 3% to 8) 
(The “Growing Girl”) 


(Continuation of Children’s sizes 12% to 3 in patterns and 
leathers, with heels not to exceed 9/8ths.) 


For Dress Occasions 
For Children (up to size 3) 


PATTERNS: 


1. Straps. 
2. Dress oxfords. 


LEATHERS: 
Quality Group. 
1. Patent leather. 
. White buckskin or white calf. 
. Brown leathers and combinations of reptile in the 
newer shades (see color card). 
. Reptiles. 
Suedes. 
Note: Reptiles and suedes will be shown in exclusive shops 
and should be remembered. 
Volume Group. 
1. Patent leather. 
2. Brown calf, plain or trimmed. 
3. Black calf. 
4. White elk or white calf. 
5. Suede and novelty leather effects. 


For the Junior Miss (sizes 3% to 8) 


(Continuation of Children’s sizes, 1214 to 3, in patterns and 
leathers, with heels not to exceed 9/8ths. ) 


This low heel type of Junior ‘Misses’, sizes 3%4 to 8, has 
been created mainly to take care of the child who is stepping 
out of a size 3, and must have the low-heeled shoe carried on, 
because this little girl, who is about eight years of age, re- 
quires, in many cases, sizes 3%4 to 8. 

The Committee, therefore, recommends this run should fol- 
low out Children’s 12% to 3 as closely as possible, thus re- 
moving much confusion. 

For example, two little girls may be of the same height— 
one, nine years of age, wears size 3, and little chum, who 
is not eight years of age, wears a size 5. This situation is 
found frequently, and for this reason a department of this 
type should be created to carry out the same style expression 
as for the Junior Misses, graded proportionately in toe appear- 
ance, with a slightly higher heel, not to exceed 9/8ths in 
height. 


Modern Miss 


(Sizes 3% to 9 up to 13/8ths heels) 


One of the most rapidly growing features of the Juvenile 
Department is the Modern Miss class. Its position in the 
store is recognized—its field clearly defined. It has the ad- 
vantage of completely rounding out the Junior Miss and 
Girls’ Department. While style selection still presents its 
problems, experience has taught that it is possible to bring 
down the more mature styles to the juvenile requirements, and 
create a series of shoes that possess attractiveness of style and 
are not inconsistent with youth, among which, of course, is the 
requirement of the still growing foot. Shoes in this class 
should be styled to carry heels up to, but not exceeding, 


- 13/8ths, the toes somewhat modified, and the general propor- 


tions of the last youthful. For general style, color and leather 
trends, consult the report of the Women’s Committee and the 
color card. 


Junior Boys and Boys 


Junior Boys (sizes up to 2) 
Boys (sizes 2% to 6) 
Big Boys (6% to 9) 


For School and General Wear 


PATTERNS: 
1. Oxfords and moccasin types. 
2. Sport types with wing tips and saddle effects. 


LEATHERS: 
1. Elk. 
2. Grain or boarded leathers. 
3. Brown calf. 
4. Black calf. 
Nore: Some high shoes, chiefly Blucher types. Storm boats 
with moccasin types predominating, and as high as possible. 


For Dress Occasions 


PATTERNS: 
1. Oxford types. 


LEATHERS: 
1. Black calf. 
2. Brown calf. 
Note: The suggestion is made if you can get into a school 
with gym or other athletic shoes, you have an increased chance 
to sell your regular line. 


SOLES: 
1, Leather. 
2. Rubber. 
Note: Boys’ shoes should be sturdily made, yet greater care 
should be given in the building of these shoes to secure more 
flexibility. 
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carry the wording “Perforations for Coolness.” 











A window that brings out the idea of the coolness of ventilated shoes. Have a large size electric fan 
in operation in the center of the window and back of this a large circular wall board panel on which to 
Have the panel painted black and paint on a perforated 


design. A better idea would be to cut out the perforations. This can be done by getting a punch at the 
hardware store that will punch holes from % to '2 inch in diameter. 



































Straight bands of wall board 


treated the same way are fastened to the steps as shown in drawing. 


Plan a June Window Promotion 


on Ventilated 
Footwear 


Wen you plan your schedule 
for June window displays, don’t forget to include at 
least one attractive window featuring ventilated 
shoes. If you sell both men’s and women’s footwear, 
it will be good policy to have a display on each, for 
ventilated and punched shoes promise to play an im- 
portant part in the Summer and vacation season sell- 
ing. 

In men’s shoes, the ventilated styles come in the 
broad category of sport footwear. Women’s shoes 
of punched and open work construction cover a some- 
what broader field and will be found in profusion in 
the styles intended for town and street wear as well 
as in the strictly sport types. The merchandising and 
promotional approach is therefore’ somewhat dif- 
ferent, but in either case ventilated shoes should come 
in for special attention in June windows. 


Coolness and Comfort Are Strong 


@ Selling Arguments in Summer, and 


Good Displays Create an Urge to Buy 


These cool Summer shoes are in line with the 
prevailing trend in apparel for the hot weather sea- 
son, the trend toward lighter and more comfortable 
clothing and the growing tendency on the part of all 
classes of people to participate more freely in outdoor 
activities of all sorts. Recognition of the health value 
of sun and fresh air has helped to sell the public on 
apparel that is light and comfortable. Women were 
first to accept the new order, and the sandal vogue 
was an early recognition of the claims of light airy 
footwear for women. The widespread popularity of 
various types of punched and ventilated shoes for 
men and the steady growth of style interest in per- 
forated models for women were subsequent develop- 
ments in line with the same trend. 

Developments of this nature can be treated by re- 
tail merchants in one of two ways. They can be ac- 
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- 2+ + + A “HOLE” SHOE FAMILY 
ane ee tuoi, 0 meet the heavy 
a )w DEMAND 
for 
VENTILATED 


No. 785—White Kid, 
18/8 Continental ER 
a Sateen SUMME 
Lift. : 
~ iia FOOTWEAR 


No. 784—White Kid, 


RETAILING 
No. 84—Brown ) Sep ss mn $495 


Velvet Pig, 16/8 
Cuban Heel, Fitz- 


On ye vi 4 co IN STOCK 
; sg ° AAAA to C | to 9 


As the mercury rises, so will interest in per- 
forated shoes increase. As usual, Dyer & Hall 
are prepared. Already, heavy shipments on 
these shoes have been made and all signs 
ee x verify the expectation of unusual consumer 
es /8 Louis Heel, = F interest in ventilated footwear. Now is the 
Fitz-On Top Lift. x Orchid time to order these and other fast-selling 
$2.50 “ Dyer & Hall Ventilated Styles. Your order for 
: one or a thousand pairs will be shipped 

promptly. 





Write for Complete Catalog 


FITZ-ON 


No. 798—White Kid . i e 
re a i : Replaceable Top Lifts 
Cuban Heel, Fitz- ¢ a All Dyer & Hall shoes are equipped 
On Top Lift. Ree, with the newest business-building 
$2.65 RS IE. ' feature—FITZ-ON REPLACEABLE 
TOP LIFTS—a sales-making talk- 
4 ‘ ing point and a _ profit-making 

builder of replacement business. 
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cepted without much comment and the merchant can 
go along with the tide, supplying the demand for the 
new shoes just as he answers the call for ordinary 
merchandise. Or, instead of thus passively complying 
with the demands of his customers, the alert shoe man 
can seize upon the new development as an instrument 
with which he can develop additional business from 
that large class of consumers who are always inter- 
ested in something new and different and who are 
receptive to a novel sales appeal. The best sales and 
profit possibilities of ventilated shoes will be realized 
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A novel and distinctive window trim by Cutler of Chicago, based on 

the architectural theme of “A Century of Progress,” as commemo- 

rated by the Chicago World’s Fair of 1933. Note the detail of plat- 

forms and supports as outlined in the sketch. The tilted platforms 

show off the shoes to excellent advantage and the entire treatment 
is original and different. 


by merchants who thus actively promote and publicize 
them. 

Show ventilated types of Summer footwear in your 
windows just as the automobile industry features its 
new and improved models. Dramatize them as a con- 
tribution of the shoe industry to the greater enjoy- 
ment of Summer and the outdoor season. Build a 
picturesque and attractive background that will con- 
vey to the public the idea of coolness and comfort as 
well as the style appeal of ventilated and open work 
shoes. Show the proper styles in hosiery and acces- 
sories to be worn with these shoes and if possible ob- 
tain some sports clothing with which to present a 
complete ensemble picture. 

The background illustrated at the beginning of this 
article is an excellent example of the type of window 
setting that can be effectively used to suggest the idea 
of coolness and comfort in promoting ventilated 
shoes. It can be worked out, with variations, by al- 

[TURN TO PAGE 40, PLEASE] 
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OPPERS 


(MacLAREN TOPS) 


SELL 
LIKE 
HOTCAKES 


/ 


PUT THEM IN THE 
WINDOW AND THEY SELL FAST! 


On Chicago’s famous STATE STREET, where snappy styles always 
get a hearty reception from young women who want the latest and 
best, TOPPERS are given front window display in CUTLER’S 
marvelous shoe store. And do they sell! 


TOPPERS are just as popular in smaller cities. One merchant 
in one of these smaller cities displayed one pair of TOPPERS and 
his re-orders total 250 pairs! 


Warm Weather . . . the great out-doors . . . will find riding one 
of the most popular forms of recreation this season. 


BE PREPARED to have your cash register make up for lost time 
by featuring these popular boots. 


MacLaren Tops are exclusive in TOPPERS. 
Fast Service Distributing Points 
WASHINGTON SHOE STEWART-DAWES DUNHAM BROS. CO. 
" SHOE CO., INC. BRATTLEBORO, VT. 
163 Jackson St. 214 E. 8th St., New England States, 


SEATTLE, WASH. LOS ANGELES, CAL. Eastern New York, and 
Northwest Pacific Coast Middle Pacific Coast New York City 


MARION SHOE CO 
MARION INDIANA 
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“Never’ Is a Short, Short Time 


v 


4d 

‘Tiny will never buy grey again.’ 
This amazing statement was made just a short three 
years ago by not one, but several speakers, before 
the Joint Styles Conference. At that time we had 
made the off-stage remark—‘Never is a long, long 
time. Let us change that to say that in fashion, as in 
anything else, “never” often proves to be a very short, 
short time. 

Within a period of six months, we have seen grey 
come into national acceptance with a swiftness and a 
sureness that has been a delight to the customer and 
to the merchant as well. No more natural a promotion 
has ever been staged than the wide-spread sale of 
grey in many shades in apparel and in complimentary 
shades in footwear. It would almost seem that in a 
year of stress and financial tightness, the luxury of 
grey wotld be almost impossible and yet the grey 
season was a success all the way down the line. It 
made sales in spite of bank failures, moratoriums, 
unemployment and all the factors that would normally 
retard the sale of an “extra” luxury. 

There were several things in favor of the color. 
It had been long enough out of fashion to swing in 
again. Women were tired of the heavy dark colors 
and wanted the lift of grey as an intermediate color 
in springtime. And yet, as weather goes, it certainly 
was not propitious to a new and extra color. Still, 
it sold and served well the purpose of cheering the 
public and the merchant. 

The merchants of this country are certainly to be 
congratulated on the excellent job they did in chang- 
ing a “never” into a profitable “present.” Its life as 
a style movement is not yet over for it will no doubt 
return in the gun-grey next Fall, to fit into the needs 
of that season. 

“They will never take to ventilation,” was an 
utterance a score of years ago. At that time one 
manufacturer was considered extremely eccentric be- 
cause he punched holes in his shoes and advocated 
sandals for health and cleanliness. He was looked 
upon as a very “unique character” in the industry— 


a fanatic and fadist on the subject of ventilation in 
uppers and flexibility in soles. He had practically the 
entire field of that type of footwear to himself. With 
that little advantage of solitary exclusiveness because 
of trade resistance to new ideas, he was able to build 
up a tidy fortune and then retire; but he died before 
he ever saw the full light of his theory sweep not 
only a nation but a world of shoemakers. Just as 
Erwin Cone was ahead of his times, so too we are 
seeing new things still in their infancy which will 
make a place in the footwear of the future. 

“They will never sell more pairs per person,”— 
and then the opinionated one will go on to say that 
the peak of 1929 will never be reached again. One 
thing that this depression has done, more than any- 
thing else, is that it has forced open-mindedness. No 
longer can the shoe industry be hard-shelled in its 
traditionalism. It must do more and more pioneering 
and investigating of “new fields.” This truth comes 
to us vividly in the period of “recovery.” An indus- 
try must face the fact that in standard, orthodox, 
every-day-types of footwear, it has a limiting market 
of approximately 350,000,000 pairs of shoes per year. 
If it is to increase that numerical market, it must be 
receptive to new uses for footwear. 


A visiting merchant from the Orient 
says “real foot health will come to America when we 
ultimately learn the art of changing our shoes.” For 
example, in the Orient, outdoor footwear is taken off 
as you enter a house and a comfortable pair of sandals 
is donned—in which the big toe is separated from 
the other toes by both a pocketed sock and a thong 
sandal. That in itself makes strong, healthy feet and 
makes the Orient practically bunion-less. A new and 
radical thought, indeed! 

“They will never pay higher prices.” Oh yeah !. 
they are paying them now, for there are exceptional 
lines of shoes selling at higher levels because of some 
special feature, development or improvement. 
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HERE 
IT IS 


_IF YOU WANT IT — 


“CUSTOMER 
ENTHUSIASM” 


In these days there are only two ways to a man’s pocket- 
book—-sell a necessity, or arouse his enthusiasm. And 
whenever it is difficult to persuade a man that new shoes 
are a necessity: here’s a formula that will help you win his 
enthusiasm—feature shoes of Kangaroo! 
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More and more, as men learn about the superior attraction 
of this superb leather, Kangaroo shoes are becoming the 
lead-off line. 


Although it is light and airy, Kangaroo is the strongest 
leather of its weight used in shoes. . . because its fibres 
are closely interlaced, instead of lying in layers, or being 
loosely interwoven. Pliability ... lightness . . . com- 
fort... strength. Here is something with which to win the 
enthusiasm of your customers! Here is the kind of 
approach that will open the purse strings of a pocketbook! 


And in addition to this, Romance—Adventure—the appeal 
of a wild animal from the far off wilds of Australia, is a real 
part of the Kangaroo story. For its superior qualities 
develop as the natural characteristics of the skin of a wild 
animal—hunted through the plains and forests for its superb, 
leather making qualities. 


Raw skins of Kangaroo are tanned in this country by the 
Surpass Leather Company of Philadelphia, the Richard 
Young Company of New York, and the Ziegel Eisman 
Company of Boston. 


AUSTRALIAN KANGAROO 
TANNED IN AMERICA 
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W. A. JULIAN 


P resident Roosevelt last week appointed 
W. A. Julian, chairman of the board of the Julian & 
Kokenge Co., women’s shoe manufacturers of Colum- 
bus, to the office of Treasurer of the United States, 
and Mr. Julian has accepted the appointment. He 
has already gone to Washington to assume his new 
duties. He is the first Ohioan to be honored with 
appointment to an office of major importance in the 
Roosevelt administration. Mr. Julian succeeds W. O. 
Woods of Kansas. 

As Democratic National Committeeman from Ohio, 
Mr. Julian has been in Washington almost continu- 
ously since last January, aiding the National Com- 
mittee first in arranging for the inaugural ceremonies 
and since then taking part in the campaign to raise 
funds to pay off the deficit that remained following 
the last Presidential campaign. 

Mr. Julian is serving his second term as National 
Committeeman for Ohio, he having been elected at 
the Houston convention in 1928 and reelected in 
Chicago last year. He was very active in the Roose- 
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Treasurer 
of the 


United States 


Chairman of the Board of Julian & 
Kokenge Co., of Columbus, First 
Ohio Citizen to Be Honored With 
High Office by President Roosevelt 


velt campaign last Fall, occupying a desk at the 
national party headquarters in New York City. 

Mr. Julian resides at 206 East Auburn Avenue, at 
Mt. Auburn, a suburb of Cincinnati. He is president 
of the Associated Charities of Cincinnati, vice-presi- 
dent of the Cincinnati chapter, American Red Cross, 
and vice-president of Hotel Sinton-St. Nicholas. 

The announcement of his acceptance of the Federal 
post was made by Mr. Julian in Cincinnati just prior 
to a luncheon of the Associated Charities at the Hotel 
Sinton-St. Nicholas. He declared that he had decided 
to accept the President’s offer, although he had not 
wanted the job. 

“T believe that this administration has a great future 
and I will be delighted to sit in with its leaders,” he 
said. 

“I do not intend to change my residence from Cin- 
cinnati, although my new position will require me 
to spend most of my time in Washington.” 

Less than a month ago Mr. Julian asserted he was 
not a potential candidate for a Federal position, but 
President Roosevelt apparently was insistent that Cin- 
cinnati’s outstanding Democrat should serve under his 
administration. 

[TURN TO PAGE 40, PLEASE] 
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| SHU-MILK 


WILL TELL AMERICA —IN A 


GIANT NATIONAL NEWSPAPER 
ADVERTISING CAMPAIGN 


$i 104 NEWSPAPERS wit 13,488,500 CIRCULATION 
REACHING 73,628,527 PEOPLE 


SWaite? 


i RY 
ww Do § oN 
*- ap» Xe ~ 


A how white Is 


WHITE 


‘cheane all white sheen, 


IMI 
Specimen ads. appearing 


throughout season. 


1933 will be the “WHITEST" year we have ever known. 
SHU-MILK advertising will BLANKET AMERICA with the 
ANSWER to "HOW WHITE IS WHITE?" NEVER BEFORE 
has advertising of such magnitude been offered to support 
retailers on a product such as SHU-MILK. «... .. 


STOCK EARLY, display and push SHU-MILK — make 


HIGHER-THAN-AVERAGE PROFITS with QUICK RE- Attractive window and counter displays 
PEATS. to link your store with the consumer 
vee 4 4 ; * advertising, supplied by your wholesaler 





on request. 





"DDOUBLE-YOUR-MONEY" 


FREE GOODS OFFER 
(Effective until June 15 only) d , ORDER 
3 doz. SHU-MILK @ $1.75 per dOZ......- cee ceescceceence $5.25 TODAY 


Resale Value (42 wea PLUCECCCCTET TT 3 THROUGH 
PROFIT $5.25 or DOUBLE-YOUR-MONEY % : YOUR 


WHOLESALER 











WALTER JANVIER, INC., New York, N. Y National Distributors for SHU-MILK 


* Products Corporation, Orange, N. J. 


SHU-MILK 


AMERICA'S LARGEST SELLING WHITE SHOE CLEANER 
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1. YOUR OWN business deal- _ confined himself to my line of shoes, he couldn) @inat ot 
ings, have you met the man who finds it impossible follow me at all. He couldn’t see the necessity (i qq) he 
to credit you with sincere motives? That type of dealing with me exclusively. He couldn’t understan§ o¢ his t 
man may or may not be an individ- 
ual success, but he is sure tc be a 
complete failure in any form of 


partnership or cooperative effort. 


One of the Brown Shoe salesmen 
relates a story about a retailer who 
is a striking example. This sales- 
man has in his territory an unusual 
number of retailers who are operat- 
ing on the Brown Concentration 
Plan. Close application to and study 
of Brown Plan principles, combined 
with a natural instinct for retailing, 
and a sincere desire to see his cus- 
tomers prosper, have made him in- 
valuable to his trade. There exists 
between him and his customers the 
ideal arrangement—complete con- 
fidence one in the other and mutual 
acceptance of the principle that 
buyer and seller can work together 
closely to the great advantage of 
both. 


His sincerity is seldom ques- 
tioned. Yet here is his story about 
an experience with one retailer. 


“T had gone about it as usual,” he 
said. “This man has a good trade, 
and a good location, is properly 
financed, and has plenty of ability. 
He let me go ahead and analyze his 
stock. When I was ready to pre- 
sent my facts, he listened carefully 
to my findings —agreed with me 
that the suggested changes in ar- 
rangement and control were sound. 


“Apparently, he was eager to 
have me work with him. 


“However, when I explained that 
the plan would not work unless he 
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NWAICASML he said, 


>}, 
for YOU!” 


Hthat outside influences would break down the Plan. make—the less worry he would have—had completely 
All he could think of was that I would be getting all gone from his mind. All my reasoning brought 
Fof his business. The other side—the profits he would __ only a sarcastic ‘Looks like a great plan—for you!’ ” 


Pies EVERY retailer, even 
though given the basic quali- 
fications of good personal char- 
acter and ability, ample finances, 
and a good location, fits into 
the Brown Plan set-up. 

The spirit of cooperation is 
equally important. Given this 
in addition to the other qualifi- 
cations any independent retailer 
can improve the earning power 
of his business by adopting 
the Brown Plan. The collective 
record of Brown Plan retailers, 
as well as the record of the 
Brown Shoe Company during 
the past three and one-half 
trying years, is convincing evi- 
dence that when independent 
retailer and manufacturer get 
together on a sound basis both 
may prosper, even in times of 
serious depression. 

The Brown Shoe representa- 
tive does not approach you on 
the subject of Concentration 
until he has reason to believe 
that the plan will fit your needs 
and you will fit the plan. 

Whether or not you and he 
eventually reach an agreement, 
we are confident that his analy- 
sis will prove interesting, and 
your personal contacts with 
him refreshing. 


Wwew Soe Gowngarey, 
ST. LOUIS 

* Manufacturers of the Concentration Line— 

including Buster Brown Tread Straight 

Shoes for boys and girls and BROWNbilt 

Tread Straight Shoes for men and women. 
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As a result of 


two recent mailings to fishermen, 
John the Shoeman, Inc., Provi- 
dence, R. I., has experienced a 
good selling in boots. One mail- 
ing was to members of the local 
fishing club, the list of names 
being purchased for a nominal 
sum and the addressing being 
done by a local firm in that busi- 
ness. About 175 pieces were 
mailed, and within the next few 
days over 40 pairs of boots were 
sold to these persons. In addi- 
tion to that response, others con- 
tinue to visit the store, and sales 
of boots have been stimulated over 
a period of several weeks. 

A second mailing consisted of 
a penny postal reproduced to rep- 
resent hand-writing. These were 
if anything more resultful than 
the first mailing. Thomas F. Wil- 
son, treasurer of the firm, states 
that some fishermen came in 
bringing the postal with them. 

Direct-mail publicity when aim- 
ed at a certain known market is 
profitable, Mr. Wilson finds. 





Baby’: first shoes, 
after they have served their prac- 
tical use, may now be preserved in 
silver or copper—and at a profit 


by HARRY R. TERHUNE 
FIELD EDITOR 
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to the shoe store. The T. S. 
Childs Shoe Store in Holyoke, 
Mass., has been offering this serv- 
ice to their customers for some 
time now, and quite a few have 
taken advantage of the offer. The 
retail price of metalizing a pair 
of baby shoes is $10.00 when done 
in silver and $7.50 when copper is 
used. 

A pair of metalized shoes in the 
children’s department with this 
card tells the story to the inter- 
ested parent—“Are you senti- 
mental about baby’s first shoes? 
Of course you are. Then bring 
them in and let us encase them in 
pure metal and make lasting each 
precious little bump, lump and 
wrinkle. These samples are metal- 
ized in antique copper and pure 
silver. Remember your shoe is 
inside the metal.” 


Pres ve I 


dd 
Wat the Town 


Needs is a Snappy Shoe for the 
High School Girl.” The Denver 
Dry Goods Co. recently announced 
in a window display. The showing 
introduced “Miss Sophomore,” an 
old model with a new name. 

The shoe in question was cast 
in an interesting merchandising 
role. To the public it was just a 


model for the high school miss, 
to the department it was the solu- 
tion of a problem with which buy- 
ers have been occupied at one time 
or another during the past three 
years—how to introduce a low- 
price youthful model into the price 
lineup without having it monop- 
olize sales to the disadvantage of 
other shoes. 

Last year the department car- 
ried the same shoe under a con- 
servative name. It was described 
as a youthful shoe. The result 
was that every woman, regardless 
of age, wanted it. The tag oi 
youth placed no restrictions upon 
it to the average feminine mind. 
This year the department dealt 
with the problem differently. The 
model was definitely labeled a 
high school shoe and called “Miss 
Sophomore” instead of a shoe for 
youth. 

“Women want to be youthful,” 
says William J. Carty, assistant 
manager of the department, “but 
not beyond a certain point. When 
we observe a salesman showing 
‘Miss Sophomore’ to a middle- 
aged woman we draw him aside 
and ascertain if he has presented 
the model as a high school shoe. 


If he has not he is instructed to do 


so and persuade his customer to 
become interested in more mature 
footwear. ‘Miss Sophomore’ is a 
price leader to bring in the young 
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The "Rancho''—made of two tones of 

Dressy Sport TOLCO CALF.  Per- 

forated through, unlined, no box, cork 

counters, rolled edge, forepart and 

shank, brown Duflex spring heel. 

AA 8!/2/11 A 7,/\1 B 7/12 
C, D 5/12 


QUALITY PROTECTS YOUR REPUTATION In-Stock. .....No. 4985 


George E. Keith Company 
Brockton Mass. 















Sports footwear reaches its peak at retail late in June. During the active outdoor season, sport 


shoes are quick to show the presence or the lack of quality. 


Every pair made of TOLCO CALF has a quality that will bring them through, with satisfaction to 


the wearer and appreciation for the store where they were bought. 







Merchants who seek to have every pair they sell serve as "walking advertisements" can specify 
TOLCO CALF with utmost assurance that they will get the best. 







Both in the smooth and in the boarded (Dressy Sport) this fine tannage gives great service. Its 


mellow texture assures foot comfort. Its fine grain with tight break reveals its quality. 






Its cutting area makes for economy and can be adapted to fine and medium grades in men's, 


women's and children's footwear. @ COLOR SWATCHES ON REQUEST 





THe OuH1o LeatHer Co 


GC tRA R D own tO 


When writing advertisers please mention Boot and Shoe Recorder 















girl who in a year or two will 
have been graduated from high 
school and to more expensive foot- 
wear. The day we introduced 
‘Miss Sophomore’ was our best in 
a year, proving conclusively that 
a distinctive high school shoe was 
‘what the town needed.’ ” 


Rather than let 


off any of their large force of 
shoe salesmen, the Cleveland Stet- 
son Shop adopted a stagger sys- 
tem of three days inside work a 
week. This does not mean, how- 
ever, that the men are not engaged 
the other three working days. At 
their own desire they are out con- 
tacting fire stations, police sta- 
tions, fraternities, lodges and 
other sources of future business 
and talking “Stetson.” They 
work on a commission basis on 
their days out and they have been 
_ turning the customers, too. Many 

of the patrons come to the store 
and ask for the salesman who 
called on them with the samples. 
Thus a new volume of business 
is derived and the clientele is in- 
creased. All salesmen are in the 
store on Saturdays. 

A slogan adopted by the Cleve- 
land Stetson Shop is “Fifteen 
Thousand Pair for 1933” and 
lapel buttons have been made for 
the salesmen bearing this inscrip- 
tion. Weekly sales meetings and 
a weekly shoe letter further tends 
to keep the force on their toes. 


A clever full page 
ad of Roper’s Shoe Store brought 
especially good results to this live 
Rupert, Idaho, shoe man. It read 


as follows : “A New Deal, A Store- 
wide Grand Slam Sale.” 

Each item was listed on one of 
thirteen mammoth sized playing 
cards, showing clubs, diamonds 
and spades—the hand a grand 
slam affair with “Ace High” 
values. 
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AAAA Applause! 


HE applause of a single 
human being is of great 
consequence.” — Sam- 

uel Johnson. 


From: George H. Leach, George E. Keith 
Company, Campello, Mass. 


“Congratulations on your Tenth An- 
niversary, about which we have been 
reading in the current Recorder. You 
are one of the few men who has put 
over something new and something that 
keeps right on at a high level. Keep up 
the good work.” 


AAA 


From: Boulay-Lasserre, 18, Rue d’ An- 
tibes, Cannes, France. 

“We are very pleased to send you our 
best congratulations for the tenth anni- 
versary of O. P. I. and also our best 
thanks for the good ideas those O. P. I. 
brought to us.” 


AAA 


From: S. J. Brouwer, S. J. Brouwer Shoe 
Co., Milwaukee, Wis. 

“It was good to see your genial counte- 
nance on page 35 of the Recorder of 
April 15. 

“Arthur did a good job, but I want to 
add my personal thanks to the splendid 
piece of helpfulness that you have done 
for the shoe retailers of America. 

“You and your good wife have sacri- 
ficed a lot and put in many hours of dis- 
comfort in the heat and cold, and away 
from home, in order to secure valuable 
information for the retailer. 

“The only real worthwhile thanks in 
this life that we get is the inner con- 
sciousness of having done a good job 
in the best way that we knew how, and 
I know that your pay has come to you 
manifold in that way.” 


Even the large 
department stores find post cards 
a valuable and necessary aid in 
reaching special groups of their 
customers. Altman’s in New York 
City recently mailed the following 
message on special post cards to 
4000 of their customers, who they 
knew from card records to be 
regular customers of this class of 
shoes. This announcement packed 
in the largest Saturday’s business 
the store has experienced this 
spring in children’s shoes. Excep- 
tional values, plus the knack of 


getting the message across, is a 
sure fire sales making receipt. 

The messages 

“Recently we had the pleasure 
of fitting your child with our ex- 
clusive Balta Tred oxford. This 
is an announcement of the Annual 
Spring Sale of this famous shoe 
starting on April 7 in our New 
York store and our suburban 
stores’ Balta Tred oxfords cone 
in tan, black, natural and white 
elkskin with rubber and leather 
soles in sizes 6Y% to 3. The spe- 
cial price for this sale is $2.45 the 


: is a very 
good window card in the John 
Ward stores which reads: “We 
know what you college men want. 
We've catered to you and your 
fathers and grandfathers so lony 
that we“know exactly what you 
like and what you don’t like. 
Here’s a group of shoes with some 
of your favorite features—Grain 
leathers; Broad toes; Heavy, 
long-wearing soles and_ simpl 
designs.” 


Pp ersonal appearance 
of shoe salesmen makes a lot oi 
difference with customers in a 
women’s shoe department, says H. 
W. Tankersley, of the Loveman, 
Joseph and Loeb department store 
of Birmingham, Ala. 

There’s probably not a better 
dressed gang of salesmen in any 
store in Birmingham than is to 
be found at Loveman’s. Each 
man’s suit is always neatly pressed, 
his shoes are always bright and 
shiny from a new shine, he has 
on a bright clean tie matching sat- 
isfactorily with his suit, he has a 
clean collar and shirt. And every 
man shaves every day. 

“It helps a salesman sell shoes 
for women like neatness. The best 
salesman in town with the best 
line of talk in town works under 
a handicap if his suit is unkempt, 
his shoes dirty, a stubble of beard 
on his face, and a dirty collar,” 
said Tankersley. 
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Genuine White Buckskin 
In Stock —In Style 


Yes Sir—in stock, and it's a beauty, too. No. 1989, 

all white Buckskin over the fine fitting Fordham last. 

Width AA to D. Sizes to 12. Price $3.15. An out- 

standing shoe, and a remarkable value at five dollars. 
Send us your order. 


UPTOWN SHOES 


“FOR THE MAN ABOUT TOWN” 


ROBERTS,-JOHNSONS RAND 


Branch of international Shoe Co. 


ST. LOUIS, MO. 











When writing advertisers please mention Boot and Shoe Recorder 






















































ROGER A. SELBY 


Roger A. Selby, President 
of the National Boot and Shoe Manufacturers Asso- 
ciation has issued the following statement: 

“The National Boot and Shoe Manufacturers As- 
sociation will conduct its Third Annual National Sea- 
sonal Opening in December, at the Hotel Com- 
modore, New York City, as heretofore. The Thirtieth 
Annual Convention of the Association will be held 
on Monday, December 4, 1933. Display rooms will 
be available for the arranging of exhibits Monday 
evening, after the conclusion of the business session 
of the convention. 

“The official days of the National Seasonal Open- 
ing will be Tuesday, Wednesday, Thursday and Fri- 
day, Dec. 5, 6, 7 and 8. The Thirtieth Annual Ban- 
quet of the Association will be held Thursday evening 
Dec. 7. Tickets for the dinner will be $10, instead of 
$15 as heretofore. 

“In response to the questionnaire sent out, there 
was practical unanimity of satisfaction expressed by 
our exhibitors as to attendance of retail buyers and 
conduct of the National Seasonal Opening last year. 
Many letters were received from retail buyers com- 
mending the undertaking, expressing appreciation of 
the opportunity to see the lines together early in the 
season, and to meet and contact executives of the rep- 
resentative manufacturers who participated. A book- 
let has been issued by the association giving excerpts 
from letters received from retailers throughout the 
country, which will be sent upon request. A complete 
list of more than 1000 buyers who were registered 
was sent to manufacturers who participated, although 
there were many others in attendance from New 
York City and nearby centers who did not register, 
thus giving us no opportunity to list them. 

“The same policy of publishing registration fees 
and room rates for all rooms will be followed this 
year as in the past; so that exhibitors may know that 
the same rates are paid by all. Rooms will be as- 
signed strictly in the order of receipt of applications, 
when accompanied by checks for one-half the amount 
of the registration fee. No rooms will be otherwise 
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National — Opening 
New York — Dec. 5 to 8 


Conducted by the National Boot and Shoe 


Manufacturers Association at Hotel Commodore 


assigned, except that thirty days will be allowed from 
the date of this statement (May 1, 1933) to exhibitors 
at the National Seasonal Opening last year, to reserve 
the same rooms or more desirable rooms if available, 
before rooms are assigned to new exhibitors. 

“No officers or members of the National Boot and 
Shoe Manufacturers Association will be permitted 
free rooms; and no individual of the management or 
staff will be permitted to receive, either for the ac- 
count of the association or for themselves, any frec 
rooms, meals, entertainment, or any other form of 
rebate or commission whatsoever. 

“Exhibitors will be limited to not more than three 
display rooms each, as in previous years; for it is the 
purpose to have the entire undertaking economically 
conducted, to avoid the appearance of any one manu- 
facturer dominating the exhibition on any particular 
floor, and to eliminate any possible criticism that the 
association might be desirous of increasing its in- 
come by accepting registration fees from any manu- 
facturer for a large number of rooms. 

“Display rooms will not be limited to members of 
the association. Others in the industry are cordially 
invited to make application for space, subject, how- 
ever to an entrance fee of $25, and acceptance on the 
part of the association. The association reserves the 
right to decline any application. 

“No solicitors or salesmen will be employed; and 
no commissions paid to anyone for the selling of 
space. Manufacturers who wish to make reserva- 
tions should write to Miss Ruth S. Freeman, Sec- 
retary, National Boot and Shoe Manufacturers Asso- 
ciation, 2812 Chrysler Building, New York City. It 
is not the purpose of the association to make any in- 
tensive solicitation. 

“We feel greatly encouraged as to the success of 
this year’s show.. Exhibitors of previous years have 
expressed their intention of again participating ; and 
in addition, a number of important shoe manufac- 
turers who have not appeared heretofore, have as- 
sured us of their cooperation this year.” 
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: Sark (Moeutraly 
| the the Tee Fall pe 


“ Sel No. 63 (. Brown «C cosmal 


For wear with grey-browns, 


af taupes and eel greys. An excel- 
or | lent base color for combination 
"  § with either beige or grey. 


t- ‘ | kiln heike No. 76 (Gungrey) 


e For wear with grey, and with the 
: greyer versions of taupe. The 
woman who bought grey clothes 

iy this Spring will choose this for a 

“second shoe.” 





‘|| &meu QQ 264. 


‘ ' Samples by request to kloom 1702-100 Gold rest, New York 
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Plan a June Window 


Promotion 


[CONTINUED FROM PAGE 26] 


most any store and involves no diffi- 
culties of construction and no great ex- 
pense. On the other hand a distinctive 
display of this type will serve to focus 
the attention of many people on venti- 
lated shoes, people who would be likely 
to overlook them entirely or give them 
only a casual glance if they were shown 
in a window filled with ordinary shoes. 

Ventilated shoes also have a proper 
place in sport shoe promotions and 
can be shown to advantage along with 
other sport types in window displays 
planned for National Sport Shoe Week, 
May 22-29. A good plan of procedure 
is to give them an initial play in the 
Sport Shoe Week windows, and then, 
about two weeks later or around the 
middle of June, install a special win- 
dow on ventilated footwear. It is of 
vital importance, however, that this 
special display should be timed right. 
It will fall flat if the window appears 
in a dull, rainy week or if the weather 
is too cold. A good plan is to have 
the display made ready well in ad- 
vance, so that it can be put in the win- 
dow on short notice. If a ventilated 
footwear display is flashed on the pub- 
lic simultaneously with the first spell 
of hot Summer weather in the month 
of June it will click perfectly. 

Sell the idea of ventilated shoes also 
through your newspaper advertising, 
and tie your ads and windows up to- 
gether in a well coordinated campaign, 
with repeated emphasis through the 
season. Ventilated shoes have a strong 
vacation appeal and they can be pro- 
moted as ideal shoes to be added to the 
vacation wardrobe. The extra pairs 
that can be sold by such means may 
not represent a tremendous volume in 
themselves but will prove a welcome 
addition to the normal Summer busi- 
ness. 

June offers exceptional opportunities 
for any number of effective window 
displays and promotions. In addition 
to the ventilated shoe window, every 
store should have an effective display 
featuring white shoes. The month of 
June, in northern sections of the coun- 
try, marks the beginning of the vol- 
ume season on whites. 

June weddings and graduation can 
be featured in attractive displays, and 
all sorts of Summer footwear lends it- 
self to attractive window presentation. 
Summer play shoes for children, in- 
cluding sneakers, should be featured 
the latter part of the month, and the 
rubber manufacturers’ as well as the 
shoe trade, have developed an amazing 
variety of specialties in rubber soled 
shoes for Summer wear, all of which 
can be merchandised through well 
planned window displays. 

Thus the display man and the retail 
shoe merchant and manager have at 
their disposal an abundance of mate- 








rial with which to make June windows 
attractive and productive from a sales 
building standpoint. It should not be 
necessary to resort to early clearance 


sales to stimulate shoe business in 

June, 

Allen H. Meadors Passes 
NASHVILLE, TENN.—Funeral serv- 


ices for Allen H. Meadors, nationally 
known Nashville shoe merchant, were 
conducted at the Meadors’ home, Fri- 
day, May 5. Honorary pallbearers were 
employees of the John A. Meadors & 





ALLEN H. MEADORER 


Sons shoe store which he operated, and 
members of the board of stewards of 
the West End Methodist Church.: 

While Mr. Meadors’ health had not 
been good for a year, his death, attrib- 
uted to heart disease, was unexpected. 
He was taken to the hospital on Mon- 
day, but had attended church the day 
before and had been at the store that 
morning. 

Mr. Meadors was first connected with 
the Maxwell House Shoe Company, and 
later with W. A. Wray, Dillon & Per- 
kins, and with W. W. Dillon & Co., 
which his father purchased about 30 
years ago. Several years ago, Mr. 
Meadors’ two sons, Harrell and Allen 
H. Meadors, Jr., joined him in the 
store. 

In addition to Mrs. Meadors and his 
two sons, he is survived by two daugh- 
ters, one sister and two brothers. 





Sales Indicate Good Season 


CINcINNATI.—F. H:‘Basmussen, buy- 
er and manager of the H. and S. Pogue 
Company’s better shoes department, 
reports that business has increased 
materially over last year. 
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Industry Prepares for Recovery 
[CONTINUED FROM PAGE 19] 


Men’s Committee made a study of the | 
motives and habits of men in Fall ang | 
To open | 


the cooler season of the year. 
the season early is the recommenda. 








tion of the committee so that sport | 
shoes can be retired and style shoe — 
With or with. | 
out the factor of increased price the | 


brought into early sale. 


important thing is to look at men’s 
shoes from the style viewpoint. 

Narrow toes and smooth leathers are 
definitely on the way in, as is also the 
modification of the brogue type. As 
far as patterns are concerned, wing 
tips will be shown in nearly all grades 
and types, with the exception of the 
evening dress shoe. 


A distinct warning of the fact that f 


all reference to tan leather would be 
eliminated was stressed; the use of the 
word “brown” should be used exclu- 
sively in referring to Fall shoes. 

It was brought out that both the 


boys in college and in prep schools are — 


being spoiled by wearing soft Summer 
shoes the year round. This has, it is 
said, the tendency to spread the feet 


out and it has also been very hard to © 


get the boys in the regulation hard sole 
shoes. This means that these boys will 


be wanting heavier weight shoes for — 


Fall, but they will also want them soft 
and pliable. 
While some of the stylists indicated 


that in their opinion grain leathers is 


were practically out of the picture, the 


important buyers said that without | 
question grain leathers and especially |~ 


boarded leathers would play a very in- 


portant part in the selling of men’s | 


shoes for Fall. 


It is indicated that college men will 4 
be favorable to dark brown leathers. be 


W.A. Julian Appointed Treasurer — 


[CONTINUED FROM PAGE 30] 


On Thursday of last week Mr. Julian | 
attended a meeting of the Board of — 
Directors of the Julian & Kokenge Co. | 


in Columbus. At the close of the meet- 


ing he announced that the Julian & © 


Kokenge Co. had been operating at 
capacity since the Cincinnati 
Columbus plants were consolidated, 


Aug. 15, 1932, and had enough unfilled © 
orders on file to keep the plant running © 


at capacity for many months. 


The company employs about 800 per- 
sons and has a weekly payroll averag- © 


ing between $15,000 and $20,000. The 
directors also discussed the present 
trend of business at the meeting. 

Mr. Julian is one of the founders of 
the Julian & Kokenge Co. and had re- 
tired from active business, but re- 
tained his board affiliations. He also 
is a member of Governor White’s state 
relief commission which is headed by 
Adjutant General Frank D. Henderson. 

Officers of the Julian & Kokenge Co. 
are H. N. Lape, president; Herbert N. 
Lape, Jr., vice-president and Howard 
B. Lape, treasurer. 
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“> Diamond Brand Fast 
Color Eyelets with roll 
setting are the finest shoe 
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Push Ventilated Shoes 


[CONTINUED FROM PAGE 15] 


“Our sales on ventilated shoes began 
two years ago,” relates Mr. Cox. “That 
year we sold a great many of the $5.00 
grade at a good mark-up. The sale for 
these shoes was principally during July 
and August. Last year we bought con- 
siderably more but placed them mostly 
at a special price of $3.85 and sold con- 
siderably more last year than we did 
the year before. 

“The best selling types are those 
with the most holes in them, in shoes 
selling up to $4.00. Above $4.00, we 
feel that ventilations following pat- 
terns such as perforations on wing 
tips and on quarters, that go clear 
through the toe will be better. Brief- 
ly, the extreme perforations in cheaper 
shoes and the more conservative in the 
better grades. However, we believe 
that ventilated shoes will be good in 
all grades, because the idea of air cool- 
ed shoes has its .appeal, both from 
a style and comfort angle.” 

Predictions of the biggest season in 
ventilated shoes is based, according to 
A. B. Thomas, manager of the shoe 
department of J. Goldsmith & Sons 
Co., Memphis, Tenn., on the expres- 
sions of those who wore them last sea- 
son who report complete satisfaction in 
coolness and foot comfort from shoes 
of this type. “The sales on ventilated 
shoes we think will run around 45 to 
50 per cent,” says Mr. Thomas. 

Tracing the early history and ex- 
perience with ventilated shoes, C. M. 
Selby, buyer of men’s shoes, Volk 
Bros., Dallas, Tex., makes the in- 
teresting comment that shoes of this 
type were featured by his firm for 
some years, but were principally worn 
by men with a severe foot condition, 
caused from excessive foot perspira- 
tion. 

“Today these ‘vents’ are the out- 
standing factor for extra pairs in 

q@nen’s footwear for Summer,” remarks 
Mr. Selby, “especially in the South and 
the Southwest where the Summers are 
hot and lengthy. Our 1933 ‘vent’ models 
are featured in the up-to-date lasts 
and patterns and in a variety of 
leathers—in all white, brown and 
black and two-tone effects. 

“They very closely resemble the 
Summer sport oxford, excepting the 
punch through, the flexibility and the 
weight. They are cool, comfortable, 
stylish and sensible, a treat for the 
feet and, last of all, hygienic. We 
find the most popular ‘vents’ are those 
having the most punches or ventilation 
—the regular, uniform punch all over 
the vamp and quarter have first choice 
in the selection. Designs and scrolls 
are not favored by men. Oxfords of 
this type should go over big this Sum- 
mer, as they fit in perfectly with the 
styles and materials of men’s clothes 
this season, especially the new Sum- 





mer flannels, the Palm Beaches and 
linens, and we are counting on 1933 
being our best year for ‘vents’ by far,” 
concludes Mr. Selby. 

Here is a record of sales on venti- 
lated shoes as compiled by Volk Bros. 
Shoe Co., since 1930: 

Total % 
May June July August Average 


1980 11% 18%10% 8% 10.5% 
19381 12 14 12 10 12 
1982 14 16 14 12 14 
19338 Expect close to 20% 


The merchant evidence submitted in 
this article proves that July and 
August, instead of being clearance 
months, can be made profitable by pro- 
moting ventilated shoes. July and 
August are the best selling months for 
shoes of this type as the weather 
during this torrid period demands 
shoes giving full feet freedom, air and 
coolness. Make a hard drive on ven- 
tilated shoes. But time your approach 
to the selling with a nicety that will 
produce the results that await an alert, 
aggressive merchandising program of 
promotion. 





Boston Shoe Fair Plans 


Boston.—Announcement last week 
of the “New Deal,” whereby the man- 
agement of the 1933 Annual Boston 
Shoe Fair is to have the close coopera- 
tion of the National Shoe Retailers’ As- 
sociation, proved to be one of the most 
interesting, if not important, items of 
trade news of the season, according to 
Thomas F. Anderson, secretary, New 
England Shoe and Leather Association. 

The new national plan of the Boston 
Show appears to have been favorably 
received in all branches of the indus- 
try and applications for sample rooms 
are already being received from manu- 
facturers at the headquarters of the 
Boston Shoe Fair, 166 Essex St. 

There are at least six local, regional 
and national associations cooperating 
to put the fair over in a big way, and 
the first of these to start an active cam- 
paign is the Boston Shoe Travelers’ 
Association. This live-wire organiza- 
tion at a recent meeting unanimously 
passed a resolution expressing its ap- 
proval of the new joint arrangement 
and pledging the active support of its 
membership. 

In this connection, President H. W. 
Hunter of the B. S. T. A. has issued 
the following official proclamation: 

“For the past thirteen years the Shoe 
Fair held in Boston in July has been 
one of the outstanding events in the 
trade. It has been successfully spon- 
sored by the New England Shoe and 
Leather Association with the active co- 
operation of the Boston Shoe Travelers’ 
Association. 


“It now seems evident that with the | 


inclusion of the National Shoe Retailers’ 
AsSociation in the active direction, the 


affair should take on a new aspect with | 


an increased interest to the shoe trade 
in general. 

“The united efforts of the three or. 
ganizations with the cooperation of the 
other two New England shoe salesmen’s 
associations should bring to Boston this 
coming July the most interesting, in. 
structive and entertaining event in the 
history of the fair. 

“H. W. HUNTER, President, 

“The Boston Shoe Travelers’ Asso- 
ciation.” 

The Boston Shoe Association, many 
years in existence, and having a mem- 
bership of more than 100, and the 
Southern Shoe Salesmen’s Association 
also are getting ready to boost the fair 
in a definite way. 

The management of the fair has 
again appointed Thomas A. Delany, 
secretary-treasurer of the National 
Shoe Travelers’ Association, as chair- 
man of the General Hospitality Com- 
mittee, which will have direct contact 
with the registration of visitors and the 
committee of the salesmen’s organiza- 


tions in charge of the outing and golf | 


tournament, July 10. Mr. Delany also 
will serve as convention validating of- 
ficial. The railroads of the country, by 
the way, are giving splendid coopera- 
tion to the management. 

The convention program of confer- 
ences, round tables, style direction and 
other educational features is being ar- 
ranged under personal supervision of 
Manager James H. Stone of the N. S. 
R. A., and will be one of the best of its 
kind ever put on in Boston at a trade 
gathering. 

The Publicity Committee of the fair 
is George M. Rand, of the Tolman 
Print, Inc., Roland H. Haviland, of the 
Stetson Shoe Company, Inc., and 
Frederick W. Spollett. 

The United Shoe Machinery Corpo- 
ration has accepted an invitation from 
the management of the fair to again 
install its famous exhibit of ancient 
and modern footwear and accessories, 
and this will be found on the mezzanine 
floor of Hotel Statler. 





Tan and White Sports Predicted 


CLEVELAND, OHIO.—J. Harold Rob- 
erts, manager of the Stone Shoe Co., 
says tan and white sports are entering 
the picture this Spring in a big way 
and he looks for a big season on them. 
He believes they will lead black and 
white very noticeably. Window dis- 
plays with palms and plenty of Summer 
atmosphere were scheduled the first of 
May in the rive for increased sport 
business. 

The Stone Shoe Co. finds’ that 
women buyers of spiked golf shoes are 
gaining right along. This retail con- 
cern has already had a good play on 
rubber soled sports which they push 
the year ’round in their second floor 
sport department. 
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AN 
FRIENDLY FIVES 


(NATIONALLY ADVERTISED) 
MAKE A GREAT COMBINATION FOR 


GOLF and SPORTS SHOES 


The Ardsley—Tan_ only, 
Stock No. 639. Telegraph 
Code: Ardsley. Last No. 
591 Combination Last 


© Genuine Calfskin 


As 
ay 
i 


a D 


Widths - 
A 
B "fe Men’s KING B Gro-Cord 
E : Kicker Toe (note the ad- 
Bel Oxford, plain toe, Gre-cerd ditional Cord Inlay at toe 
eels. and back of heel) 


© soles and hi 


Nashville, Tenn. : Fr. Nude, Brick Red, and 


JARMAN SHOE COMPANY. Made in Black, Chocolate, 


| 


Ed 


rs | en 
y°* . Catalog on Request. 
ERO-COAD 


FOR SPECTATOR SPORTS“FOR GOLF 


| Gro-Cord Soles give added quality value to the shoe, due to longer wear, more comfortable wear, both 


when the feet are in motion or in repose. 
The Cords-on-end make the sole slip-proof—important to the golfer for sure-footed stance either on 


wet or dry fairways. 
Shoes with Gro-Cord Soles are easier to sell because of several “selling points” and you need never 


be in doubt about their quality. 
Insist that your shoes come with Gro-Cord Soles and Heels and you will insure for yourself a greater 


volume of profitable business. 
| oo) e@ ® @ ® e @ 6 @ ® e e ® @ e ® e e ® e ® * 


Gro-Cords have the distinction of longer wear at no greater cost; of endorsement by safety engineers in 
many industries; of being officially adopted by the Boy Scouts and Girl Scouts of America; and, in 
a day of changing values, Gro-Cord quality remains as always—uniformly highest grade. 


LIMA CORD SOLE AND HEEL CO. 


LIMA, OHIO 


When writing advertisers please mention Boot and Shoe Recorder 
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F ITZ-ON tops are wanted by every woman 4 
who sees them. i fa 
They are entirely practical, and longer wearing je 
than most other tops. ' re 
They are available on shoes carrying any style I ‘its 
of Cuban or Louis wood heels. lex 
Fitz-On top refills are not sold by cobblers — a 
women can get them only from stores selling 
Fitz-On equipped shoes. : 
cll 
The first retailers to sell shoes with Fitz-On tops > $4 
in each city are reaping a tremendous sales ) in 
advantage. mM 
Your shoe manufacturer can supply them upon 5 fo 
demand at less extra cost than the profit on one F = 
sale of refills—the average is nearly three such A ab 
sales for each pair of shoes. : 
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FITZ-ON SALES CORPORATION FRED W. MEARS HEEL CO. Inc. a 
179 Lincoln Street 140 Federal Street a 
BOSTON, MASSACHUSETTS hi 
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» HOW'S BUSINESS? 4 








Tanners on Earning Basis 


Advance in prices by leather tanning 
companies of 15 per cent to 20 per cent, 
embracing sole leather, side uppers and 
calfskins, should mean the difference 
between red-ink figures and operating 
profits to some companies, notably 
United States Leather Co., leading 
factor in the heavy leather field, which 
now is operating at a small profit on 
current prices, the Boston News Bu- 
reau says. 

American Hide & Leather Co., with 
its inventories written down to the low 
levels of June 30, 1932, end of the fiscal 
year, has been able to show moderate 
profits. 

For the 36 weeks to March 4 it re- 
ported operating profit of $313,708 ex- 
clusive of government tax refund of 
$455,506. This compared with operat- 
ing loss of $245,653 like period the pre- 
vious year. 

The advance in the finished product 
follows consistent advances in calf- 
skins and cattle hides. Light native 
cows, selling at 8c. a pound, are 3c. 
above the year’s lows. 

Leather tanners are refusing to book 
any great amount of future business 
at these levels, preferring to confine 
commitments either to current busi- 
ness or near future on basis of present 
prices. Substantial inventories carried 
by leather companies should be an im- 
portant factor in determining earnings 
results, at least during the balance of 
this year. 

Consumption of hides during 1932 
and so far this year has been well above 
production according to a survey by 
the New York Hide Exchange, which 
estimates that on February 28 stocks 
were 13.1 per cent under a year ago. 

Shoe manufacturers, confronted with 
higher leather prices, are apparently 





under the necessity of marking up shoe 
prices in the near future. 

In the first quarter United States 
Leather was still operating in the red, 
showing a deficit of $143,252 after de- 
preciation and taxes. Reflecting the 
stiffening of leather prices, the com- 
pany had reached a point at the close 
of the quarter -where a small profit 
was shown on prices then prevailing. 
Obviously, the present price advance 
has bettered the position to a point 
where profits can be shown. Net loss 
of $1,806,385 in 1932 compared with 
$1,109,076 in 1931. 

An idea of the extent of past in- 
ventory write-offs can be gained from 
the fact that inventories at the close 
of 1928, carried at $30,945,000, de- 
clined to $23,380,000 in 1929, to $18,- 
664,000 in 1930 and to $13,943,000 in 
1931. Inventories written down to a 
basis of hides at around 5c. at the close 
of 1932 amounted to $12,081,739. 


Shoe Buyers in Market 


Boston, Mass.—The New Deal 
market is developing strong and fast 
here. More buyers are in the market 
than for any time since January. 

A large producer of novelty styles 
has withdrawn quotations of some of 
his low price lines, and on others he is 
accepting orders for future delivery 
with much caution, restricting his 





HIDES UP IN HEAVY TRADING 


New York.—Hide futures values advanced 
sharply on the Commodity Exchange, Inc. in 
the heaviest trading in many months, during 
the week ended May 5. The active posi- 
tions showed net gains ranging from 76 to 100 
points, while the turnover for the period was 
well in excess of 16,000,000 pounds. 

The sharp upturn in hide futures values was 
accompanied by an advance of a cent a pound 
in domestic spot hide prices. 








operations in a general way to not later 
than June 1, or June 15 for a distant 
day. He isn’t yet quoting prices on 
his Fall sample lines. That’s one in- 
stance of the rise of the New Deal. 

Hides are up, leather is up, fabrics 
are up, rubber is up, and even needles 
and threads, brushes and blackings, 
counters and boxes are up. Labor 
seems to be headed for more, for new 
price lists are being figured in several 
New England localities. Manufac- 
turers are puzzled as to what the effects 
may be on prices of the 30-hour law. 

Buyers who have been staying in 
their stores, more or less the last three 
years, waiting for salesmen to come 
around and show styles and quote 
prices, are now coming to market to 
hear what the New Deal is all about, 
and to get some brass tack ideas of 
what it may mean in the daily routine 
of their business. 





Detroit Stores Set Sales Record 


DETROIT.—Detroit shoe stores re- 
ported an increase in business generally 
during the past week, with the release 
of thirty per cent of assets to 800,000 
depositors in the city’s two closed 
banks. This will probably be the last 
payoff this year, and, many business 
men believe, probably the last sub- 
stantial amount realized by depositors. 
Stores were flooded with customers last 
week end, with sales records in de- 
partment stores reaching new records 
for the past two or three seasons. 

Release of millions in city scrip last 
week also prompted buying by city 
employees who had not been paid for 
two or three months, but most stores 
refused to accept the scrip after about 
three days, as they became loaded up 
with it. The buying rush is motivated 
by the long holiday from purchasing 
which was obtained here since the 
banks closed on February 13, and a 
desire to rush purchases before ex- 
pected rises in prices. 
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Century of Progress Shoe 


CHIcAGO.—With the opening of the 
Century of Progress, Carl Burgstahler, 
of F. E. Foster Co., announces a spe- 
cial shoe that is not an oxford nor a 
ghillie; but a combination of both— 
suitable for visitors to the Fair who 
want to walk “a thousand acres.” He 
tells the public: 


ttn 2 


“No ‘Foot Aches’ at America’s 
Greatest Show! To meet the ‘Heavy 
Foot Duty’... the ‘tramp, tramp, 
tramp’ over the acres of ‘The Fair’ 
FOSTER HAS DESIGNED A SHOE! 
It represents an ultra modish design. 
For style there is nothing like it in 
America ... though of course ... it 
will be widely copied. It is light in 
weight with ample foot freedom, yet 
it has that comforting feeling of gentle 








support which ma-kes walking a 
pleasure.” 





David L. Barnett Starts 


Newport News, Va.—David L. Bar- 
nett, formerly manager for the Wohl 
Shoe Co. in Atlanta and Norfolk, has 
opened the Barnett Bootery here at 
Washington Avenue and Thirty-third 
Street. He is featuring Matrix shoes 
and Holeproof hosiery. John F. Har- 
ris, former field man for Wohl, is con- 
nected with Mr. Barnett in this new 
project. 





Shoe Box “Safe” Not Safe 


Cepak Rapmws, Iowa—Hundreds of 
shoe boxes presented no problem to a 
thief at the Fair Shoe Store, 218 First 
Avenue NE, the night of April 15. 

A. L. Woerderhoff, manager, re- 
ported to police that all but $2 of $400 
he had hidden in a shoe box Saturday 
night was missing when he came to 
the store Sunday morning to cash a 
check. 





Shows Shoes in Theatre 


TacomMA, WasH.—The Pessemier 
Bootery, headed by C. J. and Victor 
Pessemier, authorities on shoe costum- 
ing, took advantage of the opportunity 
extended by Hamrick’s “Music Box” 
theater to exhibit their lines in a most 





unique lobby display. 
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“ «NEW SHOES FOR DAD 


Buffalo, N. Y.—‘‘Give Dad an order for a new 


pair of shoes,” will be the theme of the Father’; 


Day advertising of leading shoe retailers in ad. 
vance of the celebration of this annual mer. 
chandising event to be held June 19. George B. 
Sopher, men’s shoe buyer for J. N. Adam & 


Co., believes that the promotion of footwear | 
orders will have a very stimulating effect upon | 
business in this department for Father’s Day, | 
He says shoes are just as important as neckwear | 


or other furnishings items and can be success- 


fully developed in the promotion of Father's | 
Day. The Kleinhans Co. also will promote shoes | 


as an ideal gift for Dad. 








| 





C. K. Sweeney Changes Jobs 


YOUNGSTOWN, OHIO—Cecil K. Sween- 


ey, until recently buyer for the men’s | 
shoe department of the Proctor-Hall | 


Co., is now associated with the Strauss- 
Hirshberg’s men’s shoe shop. 


Mr. Sweeney joined the old Proctor- iW 
Klingensmith firm 18 years ago, and | 
remained with that firm since it dis- © 


continued business recently. 





Laird’s Reopens 


PITTSBURGH, Pa.— Laird’s has re- 
opened at 439 Wood Street, the new 
store opening its doors April 27. Wil- 
liam M. Laird, Jr., son of the founder 
of the firm, who started the business in 
1879, is president of the company. 








An increase in the 
















sudden and drastic 


son’s requirements 


Delay of even a 
prove costly! 





WARNING 


TO THE TRADE 


both here and abroad, plus the 


of exchange foreshadows an in- 
evitable price increase. 


We therefore suggest the placing of 
orders immediately for your sea- 


vantage of our prevalent low prices. 


WRITE TODAY FOR CATALOG M-13 
COLT CROMWELL CO., Inc. 


EST. 1899 
1239 Broadway—New York City 


Also In Stock at 
911 S. Los Angeles St. 


cost of leather 


rise in the rate 


and take ad- 


few days may 


Los Angeles, Cal. 


























UP-TO-DATE ROOMS 
AT DOWN-TO-DATE RATES 


» = 


TO $3.50 SINGLE 


" TO $5.00 DOUBLE 


600 LARGE, CHEERFUL ROOMS 


Private underground passage 
from Pennsylvania Station... 
saving taxi fare. One block from 
Fifth Avenue and Empire State 
Building. Subways, elevated 
lines, buses and trolleys stop at 
door. Direction — American 
Hotels Corporation. 

GEORGE H. WARTMAN, Manager 


HOTEL 


MARTINIQUE 


BROADWAY AT 32ND STREET. --_ NEW YORK 
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» American Footwear in Germany 


WASHINGTON, D. C.—The sale of 
American shoes in Frankfort, limited 
as it was in 1932, was hampered more 
py foreign exchange restrictions than 
by the competition of the cheaper Ger- 


' man products, since the few dealers 


handling American shoes have regular 
customers who would not wear any 
other make, regardless of price, reports 
Arthur B. Butman, Chief of the Shoe 
and Leather Division of the Depart- 
ment of Commerce. 

One importer and retailer (the only 


') Frenkfort firm which specializes in 
> American shoes) complained that his 


import quota was reduced by half in 
1982, because of the exchange restric- 
tions. He could easily have sold as 
many shoes as in 1931, if the Reichs- 
bank had allotted him the same amount 
of foreign exchange as in that year. 
He remarked that the exchange regula- 


} tions are just as effective in keeping 


out foreign goods as import quota re- 
strictions. 

Sharp competition forced down the 
prices of German shoes to a minimum 
of profit and the manufacturers vied 


|) with each other in turning out cheap 


shoes. German shoe factories sold 
women’s and men’s shoes in Goodyear 
welt and Littleway, medium qualities, 


at from 8.50 to 10.50 marks ($2.00- 


$2.50) a pair, while American shoes 
cost from $4.50 to $8.50. Duty and 
freight amount to 3.50 marks on wom- 
en’s and 4.50 marks on men’s. 

The owner of the store specializing 
in American shoes stated that he is able 
to sell them because he has been doing 
so for 36 years and has customers who 


> have been buying American shoes from 
> him almost that long, but for the gen- 


eral trade they were too expensive in 
1932. Dealers who had not bought 
American shoes before 1931 are not 
granted any foreign exchange with 
which to pay for imports and those 


'. who did are granted only 50 per cent 


‘ of their purchases before 1931. 





This dealer retailed American shoes 


@ at from 18.50 to 34.50 marks while 


the average price of German shoes 
bought was about 10 marks. Sales of 
German shoes in Frankfort increased 
by ten to twenty per cent in 1932, but 
the receipts in money were less than in 
1931, owing to the lowering of prices 
during the first half of the year. 





Has Cooperative Shoe Ad 


SAN Francisco, CaL.—Cooperating 
with San Francisco shoe dealers, the 
San Francisco Chronicle on April 9 


ran a four-page section.featuring the 


newest styles in shoes. 
tions across the pages were: 


The large cap- 
“Shoes in 


Fashion’s Spotlight,” “Light on New 
Footwear Styles” and “Highlighting 
the Footwear Modes.” The leading 
shoe stores in the city were represented 
both by advertisements and indirectly 
by the-mention of shoe styles in the 
columns. 


Skiagraph Boxes for Shoes 


LYNN, Mass.—Frank C. Meyer Co. 
are getting out skiagraph boxes for 
the packing of shoes; these being dec- 
orated with a picture of the famous 
skyline of the City of New York, the 
tall tower of the Empire State build- 
ing in the foreground, and lesser towers 
about, while on the sky, that makes 
the background of the illustration, a 
“sky painter” flies in an airplane, the 
exhaust smoke from which spells out 
the name of the store,that sells the 
shoes within the box. 





Pure Shoe Law Proposed 


PEABODY, Mass.—Resolutions urging 
Congress to enact a pure shoe law have 
been adopted by the city council, and 
copies of the same have been forwarded 
to Congressman Connery, of the North 
Shore district, and to Senators Walsh 
and Coolidge. The resolutions recom- 
mend that shoes be plainly stamped to 
show if they are of solid leather 
throughout, or if substitutes for leather 
are used in the making of them. They 
set forth that leather workers of Pea- 
body lack employment because so large 
quantities of substitutes for leather are 
used in the making of shoes. 

The resolution, which was introduced 
by Timothy F. Dorgan, a_ leather 
worker, and a member of the city coun- 
cil, was unanimously adopted. 





Wohl Consolidates Seattle 
Branches 


SEATTLE—A new merchandising pro- 
gram, undertaken in Seattle by the 
Wohl Shoe Company of St. Louis, Mo., 
consolidates the Jacqueline Slipper 
Shop with the Vanity Slipper Shoppe, 
closes both stores temporarily for ex- 
tensive remodeling, and featured a 
grand reopening recently with brilliant 
Spring display. 

The Jacqueline Slipper Shop, at 321 
Pike Street, will be renamed the Van- 
ity Slipper Shoppe upon reopening, but 
will continue, as hitherto, under the 
able management of R. L. George. The 
original Vanity Shoppe, located at 110 
Pike Street, continues under the skilled 
direction of H. C. Tueber. ‘ 

Lavish remodeling and redecoration 
calls for the expenditure of $5,000 on 
the brightening of the two stores— 
which sum will purchase considerable 
material and labor at current low 
prices, and is regarded as the ground- 
work for the seasonal upturn in Spring 
shoe sales. Expenditures for improve- 
ments are a preparation for the in- 
crease in business which is expected in 
the next few months. 

For the grand opening, both Vanity 
stores were equipped with a fine array 
of smart new footwear, popularly 
priced, in an attractive background that 
appealed to the woman shopper in the 
flow of traffic on Pike Street, past both 





stores daily. 
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WVVVVVVVVVVVY 


SOMETHING 
to sell 
besides shoes 


Enduring businesses sell 
more than merchandise. 
Full value, fair dealing, 
and integrity are some of 
those extras which go 
with the purchase price. 


In shoes the satisfaction 
of assured comfort is an 
extra which commands a 
better price. People buy 
ordinary shoes at the store 
with the lowest price. 


When they want the cer- 
tainty of comfort and full 
value, they go to the store 
that sells more than shoes. 











YOU WALK ON A “CUSHION OF AIR 





AIR-TRED 
SHOES 


give you that extra some- 
thing. Their patented, re- 
silient construction takes 
up the shock of impact 
with unyielding pavements 
—provides a permanently 
moulded cushion for the 
eurves of the foot—and 
reduces foot and _ body 
fatigue for the modern 
woman. 


Welt and Silhouwelt 
Construction 


35 Styles in Stock 
AAA to EEE 
24 to 10 


RETAILING 


> to *G 


Every Air-Tred shoe is manu- 
factured under U. S. Patent 
1,754,225 
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WHERE TO BUY 
Men’s Shoes 


a a a ee i a el eee al 























THE 







nee: 
ce" SHOE 
Men’s Fine Shoes 
OLD COLONY SHOE CO. 


age | en 


BOSTON 
MASS. 10 HIGH ST. 








FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 


Shoes Now Retail $8.50 Up. 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y. 














Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 


SHOES 
Brockton, Mass. 

















Sells Branch Store 


FRESNO, CAL. — Stoner’s Shoe 
Stores of California have recently sold 
their branch at 2020 Tulare Street, 
Fresno, to Bernard Oppenheimer. 








Sol Stern With Mayer Israel 


New ORLEANS—Sol Stern, who has 
been identified with the shoe business 
in New Orleans for a number of years, 





SOL STERN 


has assumed the management of the 
men’s, women’s and children’s shoe de- 
partments at Mayer Israel’s as well 
as the shoe department at the Mayer 
Israel Mitzi Shop. Mr. Stern at one 
time was connected with the Al Rosen- 
berg Shoe Co. of Boston, Mass. Later 
he traveled on the road for the J. J. 
Grover Shoe Co. And later was in 
charge of the shoe department for the 
Maison Blanche Annex in this city. 





Opens Children’s Department 


San Francisco, CAL,—Featuring 
Buster Brown shoes for children, 
O’Connor, Moffatt & Co., San Fran- 
cisco, recently opened a new shoe de- 
partment on the fourth floor. Fred 
Hovis is in charge of this department. 
The buyer of this shoe department is 
James» Rasmussen, who is also the 
buyer for the second floor shoe depart- 
ment. 


New Men’s Shoe Store 


SEATTLE, WasH.—An exclusive new 
men’s shoe store is being fashioned in 
concrete, with ornamental facade and 
ornate interior, at 406-Union Street. 
Charles F. Fink is now preparing to 
establish the men’s shop, featuring 
the Crosby Square line. Structural 
changes are now being made in the 
extensive remodeling of this location 
to fit the site for an impressive new 
men’s footwear shop to be opened some 
time in May. 
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"REPORTS GOOD BUSINESS 


Cincinnati—According to G. Gansdorf, 3. 
sistant buyer and manager of Potter Shoe Com. 
pany’s better shoe department, their Easte, 
business was at least 20 per cent better thay 
last year. 








— 





Lau Back in Shoe Business 


DETROIT, MicH.—Herman R. Lau, 
new treasurer of Wayne County, in 
which Detroit is situated, has returned 


























to the retail shoe business by reopen. 


ing in a west side location at 5509 F 


Michigan Avenue. He was formerly in 
the shoe business here several yvars 
ago, but had been out of the field for 
some time. 

Philip K. Stichler has turned his 
store at 13031 Essex Avenue over to 
his son, Lawrence K. Stichler, and is 


retiring from business. Store is in the [7 


southeast section of the city, and ina 
territory without any other shoe store 
competition. 


Building New Store 


OAKLAND, 


Broadway and Nineteenth Street, Oak- 
land, consisting of one-story, mezza- 
nine and basement, of reinforced con- 
crete construction, embodying the lat- 
est type of window and interior ar- 
rangements. 


Changes Store Name 


WASHINGTON, D. C.— Phillip J. 
Stach, who has been the sole retail dis- 
tributor of the Ground Gripper shoe 
for a number of years, has recenly 
added two other famous orthopedic 
shoes, the Physical Culture and Dr. 
Kahler shoes. Since the addition of 
these two brands Mr. Stach has 
changed the name of his establishment 
from Stach’s Ground Gripper Shop to 
Stach’s Orthopedic Shoes. 


Foot Comfort Shop Enlarges 


CANTON, OH10—The Foot Comfort 
Shop, for many years operated by A. 
E. Colmery, who has been located in 
the First National Bank Building, has 
moved to 533 Market Avenue N, with 
considerable more floor space and a 
modern sales room. Dr. H. C. Law- 
ton, registered chiropodist, will be 
affiliated with the new store. 





Closing Store 


ProvIpENCE, R. I.—The Walk-Over 
Shoe Store of this city is holding a 
final sale of all shoes, preparatory to 
closing out this store very shortly. 
William R. Briggs, manager, said ‘he 
exact date of closing had not been <et, 
but that it would be soon. 


Cat.—Constructionf 
awards have all been made for the f 
$22,000 new retail shoe establishment /# 
of the Kushins Shoe Company, at F 
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Style R7579 
White 


Eton Last. 
Lattice Crepe 


$1.95 
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Elk” Punched Oxford 


White Pig Saddle 
9/8 heel. 


Sole. 


For 


MAY 


and 
as STOCK: 


to 8 AA 
Be WBA 
3 teosBac 














Style R5579 
Smoke Elk Punched 
Oxford 


Brown Calf Saddle 
Eton Last 
9/8 Heel 








Style R7588 
White Elk Bal 
Oxford 
Black Calf Saddle 
Eton Last 
9/8 Black Heel 
Black Welt and 
Edge 


$1.95 








IN STOCK: 


SELLING 


Style R4652 
Light Smoke Elk “Official Camper” 
Moccasin Oxford 


Unlined Eton Last 
Auburn Lattice 
Crepe Soles 
7/8 Spring Heel 








2% to 8 
AA to D 


No. R4653 as above except Coffee Elk... .$1.85 
No. R4673 as 4653 except Lea Sole 


No. R2673 as 4673 except Black Elk 








POPULAR PRICED 
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Style R&586 
Beige Service Suede Oxford 


Service Suede 


Park Last 
Reversed Soles 
12/8 Heel 


$1.90 


IN STOCK: 


42 


242 10 8 A 


Ne. R5641—Similar to ove In Black tik 


FAST 
STYLED 


WHITES 
and 


SPORTS 


Kiltie 


to 8 AA 


IN STOCK: 
42 to 8 AA 


3 to 8A 
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IN STOCK: 
4 to8 


Style R7578 
White Elk Laced 
T-Strap 


White Lacing 
Saxon Last 
13/8 Natural Heel 








Style R7555 
White Elk Laced Oxford 
Black and White 
Lacing 
Park Last 


12/8 Black Heel 
Black Welt and Edge 


$2.00 








; Style R7558 
White Pig Laced Oxford 
White Lacing 
Saxon Last 
12/8 White Heel 
White Welt 


AA 


3% toB A 
tosBa&c 








Style R8596 
Smoke Elk Laced Oxford 
—_ and Taupe 


12/8 Heel 








3 NC 5642—Similar to above in Coffee 
N 
N 


|S. Kreider \ 
hoe Company, 


IN 


STOCK 


A. S. Kreider 


Annville - Penna. 





\ PRICES SUBJECT TO CHANGE WITHOUT NOTICE 
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WHERE TO BUY 


Women’s Shoes 








No. 1108—WHITE KID "EDNA" 


20/8 heel—AAAA to C, 
BA Be cin ccensel $2.75 


DODGE, BLISS & PERRY ix: 


NEWBURYPORT, MASS. ‘ 
“THE connect DODGE FOR ALL OCCASIONS’ 








HANNAHSON'S 
WHITE LINEN SANDALS 





No. + sad White Linen Sandal. 47 last, 15/8 
No. 687 White Linen Sandal. 42 last, 20/8 


Ht Loul ye 
J A Fay : lor immediate del Ory, 
ge FoR OUR CIRCULAR. 


" HANNAHSON’ Ss 


HAVERHILL, MASS. 
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WHERE TO BUY 
Shoe Trees 


Fre 













Self Adjusting Shee Trees 
A goentico squeeze inserts or 
remeves. Write for unique 


cales plan. 
SIMPLEX SHOE 
TREE COMPANY 





i elie ad 


WHERE TO BUY 


Sport Footwear 








MOneAee ‘ 
OCCASIN .« 


BA 





¢ A : 
G.H. ade & CO. A ees 
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Miami Style Flashes 


MiaMI1, Fta.—This is a white season 
for sport shoes, according to Burdine’s, 
the leading department store of 
Miami. 

About 65 per cent of shoes sold there 
during the past month were ties. 
Pumps were second in popularity, with 
20 per cent of the total sales running 
to this style. Only 15 per cent straps 
were sold during this period. 

A Biscayne blue kid is having a 
slight run right now—perhaps as much 
as 15 per cent of the business running 
to this shade. Only a vety limited 
number of dark shoes have been sold 
—not more than 10 per cent of the 
total sales being black and brown. 

It is a big season for punch work— 
both in small mass perforations and in 
geometric designs. Some shoes show a 
color underlay, usually of blue, bright 
red or black, and this makes a very 
smart looking shoe. 

A modified toe has been most in de- 
mand, with heels of three distinct 
styles. Fully 65 per cent of all shoes 
sold have had a Continental or Bou- 
levard heel, in height from 16/8 to 
18/8. Spanish heels are second in pop- 
ularity, 25 per cent of the sales having 
been of this type, from 19/8 to 20/8. 
Only about 10 per cent run to Cuban 
heels, of the 15/8 size. 





All White Strong in Houston 


Houston, Tex.—In this Southern 
city, as elsewhere this season, solid 
white, in plain or fancy cuts, seems due 
for a big play, along with gray and tan 
buck, although the latter will be in 
men’s shoes. Even the more fashion- 
able men-about-town are going in more 
strongly than ever for solid white buck 
footwear. The plain, wing, and 
straight tip are also popular. The 
greatest rise of the season, however, ac- 
cording to reports, is the popularity, 
among men, of cut-outs, which have 
run into substantially higher prices 
than formerly. Due to Houston’s ex- 
tremely hot climate, a great deal is 
expected of ventilated oxfords in all 
color combinations, including two-tone 
tan, black and gray, and black and 
white. And the high school gallant, 
it is said, still clings to his cuban heel. 

Dealers in women’s shoes have sub- 
ordinated every other color in their 
stock to white. W. H. Sherwin, man- 
ager of the ladies shoe department at 
Sakowitz Bros., stated that seventy-five 
per cent of his stock is in white, and 
intimated that his sales of white shoes 
would increase at least fifty per cent 
over those of any other year. It is ex- 
pected that plain white linen shoes will 
finish off this especially long season. 
Perforations are generally popular, as 
is the broad T strap. 








Punched Type Active 


Des Moines, Iowa.—White pumps 
with a distinct leaning toward fancy 
effects have proved to be the leaders 
in the early white shoe buying locally, 
according to W. S. Arant, proprietor 
of DeArcy’s boot shop. Plain white 
pumps also come in for a share of 
popularity, but the punched types are 
far in the lead. 

Sports types in white shoes are also 
receiving marked. attention from the 
younger crowd. While the opening of 
the white season in footwear was of- 
ficially set for the first week in May, 
the demand began earlier and gives 
promise of living up to the records es- 
tablished last year. 

Volume buying is as great as ever 
for the season, according to Mr. Arant, 
but the unit of sale is considerably 
lower. 

Most of the local dealers have fairly 
well exhausted their stock of grey shoes 
and the demand is falling off with the 
advance of the white season. Beige 
shoes are not stocked extensively, but 
are receiving some following. The ex- 
perience of local dealers has been that 
grey exceeded expectations, but that 
beige has been lighter than was ex- 
pected. 





Promoting New Type 
Summer Shoe 


PHILADELPHIA, Pa.—New ventilated 
shoes for men with full kid linings are 
being featured by Harper Shoe Co. for 
the coming season. The success of 
the Cabana shoe last year in the 
women’s models, led to the introduction 
of perforated kid men’s styles this 
year. The shoe is designed especially 
for street wear and the sport look of 
ordinarily ventilated shoes for men is 
entirely lacking. The result is that 
this shoe is expected to appeal to a 
type of customer who has not been at- 
tracted by previous Summer ventilated 
styles. 





White Leather Scarce 


Boston, Mass.—White leather, for 
Summer shoes, is getting scarce in Bos- 
ton market, and prices of it are rising, 
advances of as much as three cents a 
foot having been reported the last few 
days. This means nearly five cents a 
pair on women’s popular price novel- 
ties, 

One reason for the scarcity of white 
stock is that the white shoe season 
started strong and early this year. 
Another is that some of the tanners of 
white stock curtailed their production 
because of the strike of the leather 
workers. A third reason, which some 
think has been overlooked, is the 
makers of men shoes are now drawing 
large quantities of white leather from 
the markets, which they did not do in 
former years, at least not so early, 
and this, in additional to the demand 
from the women’s trade, makes a double 
draft on the supplies of white leather. 
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ENNA JETTICK SHOES | 


¢¢ 62+? 644444 6 


The most complete line we have ever shown, 





“You need no 

longer be told that 

you have an ex- 
pensive foot” 





Our In-stock Service cannot be equaled 
Send in your sizes on Enna Jettick Shoes 


has four new Welt Lasts featured! 


Enna Jettick Suoes, INc., Ausurn, N. Y. 


51 


for FALL, 1933 


Our salesmen are now out in their 
territories with samples of ENNA 
JETTICK Shoes for delivery this Fall. 


MORE MARK-UP 


Our prices are reduced as of 


May Ist.—but retail prices of 


$440 and $ 500 ie 





which are still the best prices at which 


ENNA JETTICKS 


can be sold at retail, remain 





the same. 


When writing advertisers please mention Boot and Shoe Recorder 
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WHERE TO BUY 


Men’s and Women’s 
Slippers 


O69 SP CPt 





Ot me 











W. 8. CHASE & SONS, INC., 
HAVERHILL, MASS. 
In Steck Men's Full Leather Lined 
Handturned Slippers 
Priced from $1.35 
Kid Pullman Slippers 
colors and black with 
Pocket 1.35 
Pocket $1.50 
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WHERE TO BUY 


Children’s Footwear 


6 6 6 OE EP eS 





MRS. DAY’S IDEAL BABY SHOES 
: infants’ Soft Seles...0-3 

intermediates ........ 1-5 

Flexible Hard Soles. ..2-8 


Send for In-Stock 
latalog 


MRS. DAY'S IDEAL BABY 
SHOE CO 
Locust St. 














"IGHEST Gabe 





G 
For Children CODYEAR warns 
of All Ages. Dis- 
tinctive Patterns. Excep- 
tional Values. in Stock. Many 


surprises in the Fall Line. 


CHILD LIFE SHOE MFG. CO. 
MILWAUKEE, WIS. 
































PURITAN WELTS 


AN IN-STOCK 
INNOVATION 








2/6..$.70 te $.96 
- 6/8.$.90 te $1.58 
PATENT - - - WHITE Send for catalog. 
JERSEY - - - COFFEE 
LIGHT SMOKE * 


Send for Samples EPHRATA SHOE CO., Inc. 
IN-STOCK EPHRATA, PA. 
————— 











Youngstown Stores Combine 


YOUNGSTOWN, O#H10— McKelvey’s 
has reorganized its women’s footwear 
department, combining two stores in 
one, the old Proctor-Hall Co. being rep- 
resented by its former general manager 
and several of his associates as well 
as some of the merchandise formerly 
confined exclusively to the Proctor-Hall 
Co. 

With the completion of its new sec- 
tion McKelvey’s now offer many out- 
standing lines, among which are Walk- 
over, Red Cross, Marshalais. For the 
younger girls this store has the Made- 
lon and Young Moderne lines. 

Cleve C. Hall, who is buyer-manager 
of the new shoe section, came to 
Youngstown in 1907, joining the Proc- 
tor-Klingensmith Co. Later he was 
manager of the Walkover Boot Shop. 
In 1921 he was made general manager 
of the Proctor-Hall Co., which store 
recently was discontinued. Mr. Hall 
has with him at McKelvey’s, George B. 
Cornell, associated with the shoe busi- 
ness for more than 30 years, Mrs. Ger- 
trude Shibely, who spent more than 18 
years with the Proctor-Hall Co., and 
Stanley Hall. Mrs. Shibely is a well- 
known child’s footwear specialist and 
has charge of the large juvenile foot- 
wear section at McKelvey’s. 


Detroit Store Expanded 


DETROIT, MicH.—Richard H. Hock- 
ing and John Gillies, operating as the 
Hocking and Gillies Shoe Store at 8535 
West Grand River Avenue, have ex- 
panded their business by putting a new 
shoe department for children in the 
Moss Brothers neighborhood depart- 
ment store at Grand River and Beverly 
Court. 

In addition to this, they recently 
moved into a new store in the same 
block as their former location, doubling 
store space and quadrupling display 
room available. They are also part- 
ners in the Home Trade Shoe Stores 
at 320 South Main Street, Royal Oak, 
northern suburb, with Henry Kelley. 
This company, established some years, 
has just been incorporated, and capi- 
talized at $15,000. 





New Kansas City Store 


Kansas City, Mo.—This city’s first 
three-story shoe shop will be opened 
about the middle of May at the south- 
east corner of Twelfth and Walnut 
Streets by Key’s, which has taken a 
three-year lease on the property. ° 

Harry C. Milens is president of the 
company and Irving Westerman is 
secretary-treasurer. Mr. Milens now 
operates two other shoe stores here. 
Mr. Westerman recently came here 
from Portland, Ore., where he was in 
the shoe business. 

The area leased includes about 8000 
square feet, comprising about three- 
fourths of the ground floor, with 
frontage on both Twelfth and Walnut 
Streets, and all of the second and third 
floors. 
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Meyer’s Shoes Opens 


BarrimoreE, Mp.—Max Meyer is now 
ensconced in his new, modern and larger 
quarters at 1735 Pennsylvania Ave- 
nue. In appointments and arrange. 
ments Meyer’s Shoes is the most at- 


tractive exclusive retail shoe shop on |— 
Spacious win- | 


Pennsylvania Avenue. 
dow display spaces flank the entrance, 
one window of which is devoted to the 
showing of the newest and latest in 
women’s footwear and the other to 
men’s footwear. New shelving, chairs 
and footrests add to the interior beauty 
of the shop. Meyer’s Shoes shop has 
been appointed an agency for the W. 
L. Douglas line of shoes and is the 
only shoe shop on Pennsylvania Ave- 
nue carrying this line. 


Reopens Men’s Department 


Dauuas, Tex. — Titche - Goettinger 
has opened a new shoe department for 
men. 

“We are proud to announce this 
first floor department,” President H. 
H. Landauer said. “Some _ twelve 
years ago we were compelled to dis- 
continue our men’s shoe department 
because of crowded conditions in our 
store. It is like welcoming an old 
friend to announce men’s shoes again. 
We even have the same man with us 
as manager of the new department, H. 
B. Franklin, who was with us in the 
old men’s shoe section twelve years 
ago.” 


Fire in Atlanta Store 


ATLANTA, GA.—A blaze originating 
in some boxes underneath the sidewalk 
and partly in the basement of the 
Newark Shoe Store, at 46 Marietta 
Street, for a time threatened destruc- 
tion of the store and the historic Ivan 
Allen-Marshall Building, in which 
Woodrow Wilson once had his office. 
It was extinguished after 20 minutes 
with the aid of five downtown fire com- 
panies which rushed to the scene. 


Enlarging Shoe Department 


JAMESTOWN, N. Y.—Nelson’s Cut 
Rate Shoe Store, 
Street, is quitting the men’s furnishing 
business to make way for a new and 
larger shoe department. Mr. Nelson 
has had over a quarter of a century 
experience in the shoe business and 
for 13 years was Jamestown manager 
of the G. R. Kinney shoe store. 





Allen Shoe Store Starts 


JAMESTOWN, N. Y.—Fred Collander, 
formerly of C. J. Anderson’s shoe store, 
has been appointed manager of the 
Allen. shoe store, a new establishment 
in Jamestown. Vern Turner, former- 
ly with the Lofgren shoe store, and F. 
L. Johnson are also connected with 
Allen’s. The new store has been thor- 
oughly modernized in appearance. 
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| SILHOUWELIS 













































CREATE EXTRA 
SALES APPEAL 


smartly fashioned 












They are 







and promote 






foot comfort 




















UNITED 





SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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WHERE TO BUY 
Dancing Shoes and Taps 


6 OF oF PO eee 








TAP 
DANCE 
SHOES 
& 
In 
PAT. LEATHER Stock 
ape an -8 . 


$1.35 


OWENS SHOE Co. 


589 Essex St., Lynn, Mass. 


Misses 
A-B-C (1%-2 
$1.25 





e 


* KENDALL'S "*ormsiont 


IN-STOCK 
Style Ne. 18 











Pat. Les. or Bik. 
Kid with Full 
Cleth Lining. 


$1.65 


y 2%-3 
Women FH fo % 
Micses’ Gizes, 11-3 

$1.55 











% KENDALL SHOE COMPANY 
WAVERWILL, MASS. 


* 
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WHERE TO BUY 
Riding Boots 
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For Men, Women and 
Children—also 
Jodhpurs and Field 






Boots. 
Write for catalog. 








Correction 


In the April 29 issues of the Record- 
er, a news item from Cleveland, O., 
stated that the Intrater Shoe Co. is 
operating the shoe department in the 
Tyroller Co. store. Leon Meyers, man- 
ager of the department, advises that 
this department is operated by the 
Entroth Shoe Co. of Dayton, Ohio. 
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News of the Travelers and Sales Activities 
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Increase in Personal Orders 


Any improvement in business is wel- 
comed with open arms by every busi- 
ness and industrial establishment in 
the country. Needless to say it is ex- 
tremely pleasing and gratifying to find 
that our orders from our salesmen last 
week, show an increase of 25 per cent 
in number of pairs, over the same week 
a year ago, says a bulletin of the Bob 
Smart Shoe Co. 

Tuesday morning of this week 
brought to this office orders totaling 
250 dozen from the Chicago territory! 
250 dozen taken in one day represents 
some splendid work and real sales abil- 
ity, and we wish to compliment Mr. 
Marks for doing more than his share 
to see that the Bob Smart Shoe Co. 
gets its portion of all available busi- 
ness. 

Dave Marks certainly works with 
a vengeance and we suppose few men 
put more driving energy into their 
work than he does. We firmly believe 
that any salesman who musters up a 
like amount of determination and 
energy, and spends that energy in the 
right direction, can increase his vol- 
ume of business in a most substantial 
manner. 

A real salesman is one who can 
recognize an opportunity when he sees 
it and CASH in on it. 





Holds District Sales Meeting 


A two-day meeting of the sales force 
of the I. Miller & Sons Company for 
the Southeastern States was held on 
Tuesday and Wednesday, April 18 and 
19, at the Henry Grady Hotel, Atlanta, 
under the direction of Irving Gross- 
man, sales manager for the firm. 
Those attending the meeting were 
George Goldsmith, of Orlando, Fla.; 
Carl Reinhardt, of Asheville, N. C.; 
Stanley Milestone, of Winston-Salem, 
N. C.; R. K. Brommer, of Memphis, 
Tenn; O. H. Manss, of Nashville, 
Tenn.; George Ridenhour, of Green- 
ville, S. C.; B. A. Williams, of Green- 
ville, S. C.; Walter Miller of Colum- 
bus, Ga.; J. Kay, of Shreveport, La.; 
Henry Collum, of Augusta, Ga.; Tom 
Broadwater, of Roanoke, Va.; David 
Hirsch, of Atlanta, Ga., and Edward 
Teschner, of the I. Miller & Sons Com- 
pany, Long Island City. Plans for the 
coming Spring and Summer were dis- 
cussed and the new lines shown. 


W. T. Dickerson Sales 
Conference 

The Walker T. Dickerson Shoe Co., 
Columbus, Ohio, reports the factory is 
being operated on a full-time basis and 
will go from the Spring to the Fall 
season at practically full tilt. 








The semi-annual sales conference is 











as 


scheduled for about May 20 and the 
travelers will go out soon afterward. 

Walker T. Dickerson, head of the 
company, announced that John J. Doyle, 
formerly with the Cantilever Co., has 
been named as manager of the New 
York office, succeeding F. A. Wallin, 
who had charge for the past two years. 

The Chicago office of the company, 
which was under the charge of Joseph 
G. Hoyt, will be discontinued after 
May 1. 

A change has also been made in 
Western territory. Joseph Taylor of 
Milwaukee will cover the Northwest, 
extending from Milwaukee to the 
Coast. Mr. Dickerson personally will 
look after sales in California. 





Arch Support House Slippers 


L. B. Evans’ Son Co. of Wakefield, 
Mass., manufacturers of turn slippers 
for men, are building a line of arch 
support slippers to meet a growing de- 
mand from those who have to wear 
arch support shoes, but are barred 
from wearing house slippers because 
they lack support. The new construc- 
tion, known as “Posture Foundation,” 
is patented, and features a scientific 
wedge heel seat and sponge rubber 
arch support, adding no more weight 
to the slipper than the weight of a 
fountain pen. 





To Make Stitchdowns 


MARBLEHEAD, Mass.—Harry E. 
Stone, who has a retail store in neigh- 
boring Danvers, has formed the Henry 
Shoe Co., and the new concern has 
taken space in the Association factory, 
No. 1, in Marblehead for the purpose 
of making “The New Deal” line of 
= stitchdowns, sizes No. 8 to 

o. 2. 





Changes Coast Representatives 


C. A. Sabine, manager of Craddock- 
Terry Shoe Company on the Pacific 
Coast, has appointed Frank J. Drufke 
to take the place of C. H. Steen as 
representative in Seattle, Wash., and 
the entire Washington territory. How- 
ard R. Marks has also been placed in 
charge of the Oregon territory with 
headquarters in Portland. 





Dominick Visits Atlanta 


Martin Dominick, of the Daniel 
Green Slipper Company, was a recent 
visitor in Atlanta, calling on the local 
trade, while Hugh McLeary, of the 
J. S. & S. Company, stopped over for 
a few days on his way to Columbus, 
Ga., where he plans to spend a short 
time on his plantation. 
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VODE KID 
COLORS 


FALL & WINTER 







INDIES BROWN 


a true neutral - brown 
good for high-style as 
well as staple types of 
shoes. 


, ‘ADMIRALTY BLUE GUN GREY 

be a correct Navy Blue 

under all lights. the darker of a pair of 
: new greys continuing 
























the superb color so 
successfully evidenced 
in Vode's Spring grey— 
Color 177. This new 
Gun Grey will be pop- 


ular for early Fall. 


PADDOCK GREEN 


dark neutral green for 
wear with taupe greys 
and new greens. 








MADEIRA FLINT GREY 


a medium grey to be 
effectively combined 
with darker grey, black 
or brown. 


iN 
iN 
©e 


a wine shade effective 
i with the important 
grey furs for Fall. 


TAUPE BROWN 
a soft grey brown. 
CINDER BROWN 


30 a very dark rich brown 


to complement reds, 
rusts and taupes. 


fasdlhicna., Crk eee eae 


FAWN BROWN 


an excellent combining 
color for staple styles, 
sometimes known as 


Field Mouse. 
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A VODE COLOR BOOKLET WILL BE SENT ON REQUEST 










STANDARD KID DIVISION 


209 SOUTH STREET BOSTON, MASSACHUSETTS 














WHOLESALE PRICES 


ADVANCE STEADILY 








WASHINGTON, D. C.—The Bureau of 
Labor Statistics of the U. S. Depart- 
ment of Labor announces that its in- 
dex number of wholesale prices for the 
week ending April 29 stands at 61.5 
as compared with 60.4 for the week 
ending April 22, showing an increase 
of approximately one and eight-tenths 
per cent, each group sharing in the 


advance. These index numbers are de- 
April 1 
All commodities............... 60.1 
ee eae 43.4 
EID no) PANN Cie Srsiaa Sinidis.s 2 Si: 54.7 
Hides and leather products..... 68.7 
DOEMIO PPOGUC .......2200055 51.0 
a eee 63.2 
Metals and metal products..... 77.0 
Building materials ............ 70.4 
Chemicals and drugs.......... 71.6 
House furnishing goods........ 72.3 
OS Per oe 57.7 


rived from price quotations of 784 
commodities, weighed according to the 
importance of each commodity and 
based on average prices for the year 
1926 as 100.0. 

The accompanying statement shows 
the index numbers of groups of com- 
modities for the weeks ending April 





1, 8, 15, 22, and 29, 1933. 
WEEK ENDING 


April8 April15 April22 April 29 
60.1 60.3 60.4 61.5 
44.0 44.5 44.6 46.4 
55.3 55.7 56.2 58.1 
68.5 68.3 69.1 71.8 
50.9 50.9 51.4 52.4 
62.9 62.6 62.4 62.5 
76.7 76.9 76.8 76.6 
69.9 70.4 70.2 70.5 
71.3 71.2 71.3 72.0 
72.3 72.2 72.2 72.3 
57.6 57.9 57.7 58.6 








Shoe Retailers Cooperate in 
Customer Refinance Plan 


Colorado Springs, Colo., shoe retail- 
ers, including Cox Bros. Shoe Co., 
Wulff Shoe Co., have joined in a co- 
operative attack upon the involved 
finance condition of large numbers of 
their customers. The plan turned to 
is refinance and group settlements 
through the Personal Finance Com- 
pany, Colorado Springs, and over 40 
local merchants are grouped with 
them. 

Cooperative advertising, signed by 
all the merchants, in local newspapers, 
explains that refinance is necessary to 
enable merchants to meet their pay- 
rolls and maintain employment; that 
the refinance plan is fair, honest, sin- 
cere and confidential. 

“Through this plan,” the public is 
told, “the merchants receive cash for 
their delinquent accounts, while the 
debtor continues to pay on a convenient 
basis—and at only one place.” 

While the plan has been offered for 
several years through Morris Plan 
banks, its promotion on a community 
basis, as at Colorado Springs, is 
unique. Indebtedness of the debtor is 
transferred to the finance company, 
which discounts his note calling for 
regular payments. The cash goes at 
once to the various debtors who, indi- 
vidually and as a group, usually in- 
dorse the debtor’s note. It has been 
found from experience that customers 
who will be very irregular and care- 
less in meeting payments to the shoe 
store will quite promptly maintain 
their payments to the finance company. 

Further credit is commonly not 
granted the debtor until he has re- 
established his right to credit in car- 
rying out the obligation to the finance 
company. 

With all the principal shoe and other 
merchants of Colorado Springs sign- 





ing cooperative advertisements and 


talking the plan to their debtors, rapid 
headway is being made in improving 
the credit situation. 





Shoe Imports Increase 


WASHINGTON, D. C.—During the first 
three months of 1933, the United States 
imported 635,516 pairs of leather boots 
and shoes valued at $594,218, an in- 
crease of 6.2 per cent over the quan- 
tity imported during the corresponding 
period of 1932 (598,029 pairs), but a 
decrease of about one-third in value 
from that of last year ($894,996). 

Shoes for women and misses consti- 
tuted 92.7 per cent (588,956) of the 
1933 total; men’s and boys’ shoes 4.9 
per cent or 31,207 pairs; and children’s 
shoes 2.4 per cent (15,383 pairs). 
Czechoslovakia supplied about 90 per 
cent, United Kingdom 4.1 per cent, and 
Switzerland 4 per cent. 

As compared with imports of leather 
boots and shoes during the first three 
months of last year, a decrease is noted 
in shoes for men and boys (55,383 
dropped to 31,207 pairs) and children’s 
shoes (28,400 pairs in 1932 and 15,353 
pairs in 1933). Shoes for women and 
misses increased from 514,246 to 588,- 
956 pairs. 

Of the shoes for men and boys the 
United Kingdom supplied 22,654 pairs, 
Czechoslovakia 2693 and Germany 
1803 pairs. Women’s and misses’ shoes 
were principally of Czechoslovak ori- 
gin (564,048 pairs, valued at $418,- 
658). Other important countries of ori- 
gin were Switzerland (16,246) and 
Austria (2251 pairs). 

The March 1933 imports comprised: 
Boots and shoes for men and boys 12,- 
634 pairs valued at $32,771; shoes for 
women and misses 275,177 pairs, val- 
ued at $210,230, and children’s shoes, 
6446 pairs, valued at $7,600, a total of 
294,257 pairs, valued at $250,601, as 
compared with 324,257 pairs, valued at 
$440,307, imported during March of 
19382. 
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Publishes Report on 
Shoe-Retailing 


covering operations for the year 1929. 
The total retail. sales of shoes 
amounted to $1,265,000,000, of which 


which compete with shoe stores in th 
sale of shoes. 
business done by shoe stores, and de- 
scribes briefly the characteristics of the 
principal kinds of stores which compete 
with shoe stores. 

There were 24,259 shoe stores re- 
ported in the census with aggregate 
sales of $809,828,929, which was 1.65 
per cent of the total retail business of 
all kinds in the United States in 1929. 
Of these shoe stores, 1402 were men’s 
shoe stores with aggregate sales of 
$61,507,000, 1666 women’s shoe stores 
with sales of $130,681,000, and 21,191 
family shoe stores with sales of $614,- 
641,000. 

About 30 per cent of all shoe stores 
(7471) do less than $10,000 of busi- 
ness annually, but they account for 
only 4.34 per cent of total sales. At 
the other extreme, 65 stores do more 
than $500,000 each and account for 
6.28 per cent of total sales. 

Two-thirds of the stores do less than 
$30,000 per cent per store, but in ag- 
gregate these 16,306 stores do only 
24.58 per cent of the total business. An 
equal amount of business is done by 
a group of 2898 stores with annual 
sales of $50,000 to $100,000 each. 

Copies of this report on “Shoe Re- 
tailing” are obtainable from the Super- 
intendent of Documents, Government 
Printing Office, Washington, D. C., at 
the price of 5 cents each. Remittance 
may be made by postal money order, 
express money order, check made pay- 
able to the Superintendent of Docu- 
ments, or by currency sent at the 
sender’s risk. Postage stamps will not 
be accepted. 


Fit to Be Tied 


Lynn, Mass.—Flossy laces are quite: 
the fashion. That explains the. 
strength of the run on ties and ox- 
fords. But there’s something else be- 
sides. The shoemakers have found a 
way to so set eyelets that the laces 
will hold with more security. They’re 
not so likely to become untied. 

This larger security is had by stay- 
ing, or reinforcing, the eyelet rows 
with a strip of adhesive tape of a new 
kind. The tape firms up the anchor- 
age of the eyelets. It holds them se- 
curely, keeps them from coming out,. 
and, at the same time, prevents the- 
play of the laces such as makes -the: 





knots become untied. 





WASHINGTON, D. C.—The Bureau of © 
the Census announces the publication © 
of a bulletin on Shoe Retailing based 
on statistics gathered in the nation- ~ 
wide Census of Distribution in 1930 — 


58 per cent were sold through shoe © 
stores, while the remaining 42 per cent 
were sold by various kinds of stores © 


The report analyzes the — 
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The APPEARANCE of the 
UNITED CUSHION HEEL 


is so fine that it is 


constantly imitated but never equalled 





ITS QUALITY 


is Just as superior as its appearance 


ec bP] 


THE TRADE-MARK 


is the hall mark of fine shoemaking 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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CLAWIFIED anno WANT A 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 
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SALESMEN WANTED POSITION WANTED POSITION WANTED 


HOE SALESMAN, Phas: ma sommere 

states, to carry novelty side line. ‘ays 
good commission. Address D-350, care Boot PROVEN PROFIT PRODUCER 
and Shoe Recorder, 239 West 39th Street, 
anal York, N. Y. ° ° P ° : . . 
The sponsor of this advertisement is employed in a financial executive capacity 


HOE SALESMAN—Wholesale experience, by a shoe manufacturer of national repute. 
S to sell shoe polishes. Lowest price On mar Although he has not been informed his services will be discontinued, he is 
ket for high grade product. Marvelous op- desirous of. broadening his activities and wishes to make a change. 


oe, ea ne Pirie, sizing He would like to contact a manufacturer who wants to strengthen his financial 
Recorder, 239 West 39th Street, New York, condition. He is qualified by thirteen years’ experience and successful construc- 


N. Y. tive efforts in effecting substantial savings for two high-grade concerns. 

He does not wish to make a change unless he is able to convince a prospective 
mecha eng nge for yo and Illinois, employer of his ability to increase profits. 

novelties sont ca oe "S3. as ‘Straight Highest type of references as to ability and character furnished. 


commission with bi-weekly settlements. Must Ad D-352, care BOOT & SHOE RECORDER 


have car. State a = and references in 


first letter. Hannahson’s Shoe Co., Haverhill, 239 West 39th Street, New York, N. Y. 


Mass. 



































SHOE. gg pn Fe ae 15 yeas RENT 
experience, all-around man unning sale’s EPT. FO 
LINE WANTED ticket writer. Will start at small salary. Go D 2 R 
anywhere. Best of references. Maurice M. 
WANTED: A line of shoes for the state of Finker, 1114 85th Street, Brooklyn, N. Y. SHOE department, in larges est specialty store. 
Iowa, either men’s, women’s or children’s or City over a million. igher price ranges 
a complete general line. Can furnish the best SHOE , Manager, Buyer and Salesman, 20 only. Equipment furnished. Adar ress D-353, 
of references. John A. Hanson, 1602 East 12th years’ experience, desires position with re- care Boot and Shoe Ragged, 239 West 39th 
Street, Des Moines, Iowa. liable retail concern. Can furnish good _refer- Street, New York, 

2 ences. Will go anywhere. Address D-356, 
care Boot and chee. Recorder, 239 West 39th 
Be of eer ovtasd pean 8 oT ve Street, New York, N. Y. 

y a salesman who has covere ennsy 
vania for some years with headquarters in FOR SALE 
acme fitabl blished d d th 
ave a profitable establis trade and the . e 
only reason I am_ now looking for another line Vv r h Active 
is on account of labor ondiions with the last Acti e Spo t S oes FOR SALE 
cee pong od Address: Sidney Salinger. Cuicaco—Active sports shoes are Shoe Factory, capable to produce 4000 
Hata selling well right now at Marshall | faye, @any: cy coed ig prinel: 
LINE WANTED: By experienced salesman to Field & Company’s, is the report from pals in good financial standing will be 
ee ore Towa, Wisconsion, 9 or Missouri. ie this house. Many of these are in ser- aut ectikianos, Laieeaa Dance in 
i | Poy fA Ee references as vice calf in white or beige with Scotch | Boot & Shoe Recorder, 239 W. 39th 
to character and ability. Address Mr. M. I. © tongue. The monk’s shoe continues to Sey eee Se ws 
none, Valen, Bown. go over big. These have many inter- 
i ils i i i OR SALE—Combination Shoe and hat and 
——— in the side rye A P Fon. store in New England, which has a 
POSITION WANTED A big white season just a ea : 1S good business in normal times. 
the prospect. Kid, fabrics, including i ——- a. Of the gt 
ve 2 : pique, marcella cloth and suva - = stores, Clean stock about $4,500 in shoes; 
anager, Buyer and Salesman, age 3 i q i i 2, in dresses and _ hats. 
S ye ge ready in demand. White buckskin 3 Aig hance y Ey? 


ope ‘oo years Sens “telia. never goes well nav ones vg ad store for over fifty a nactattigy 
¢ retail concern. n furnis 1 reference. sive, very open sandals are being fea- ress Combination Hat an ess p, in 
Will go anywhere. S. Richie, 1378 College “ : care of D-355, Boot and Shoe : 239 
Ave., Bronx. N.Y "oe tured for the college girl’s wear. West 39th Street, New York, N. 


















































CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per w inimum 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 


word of the address should be counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 

Classified advertising is payable in advance. * ; 

‘*@ Advertisements for this page must be in our New York office on Friday of the week preceding publication. 











When writing advertisers please mention Boot and Shoe Recorder 










133 











Tee 


Boor AND SHOE RECORDER 


Predicts Higher Shoe Prices 


BEeLGIuM, Wis.—Allen Edmonds Shoe 
Corp. has the following to say regard- 
ing current conditions :— 

“The past week shows a record of 
several important things in the markets 
that concern our readers. 

“Further advances in the prices of 
raw materials for leather. 

“Many substantially higher prices 
in the offerings and actual selling of 
leather. 

“Numerous small and large orders 
for leather placed earlier than last 
year for next season’s use. 

“Great general interest in the pur- 
chase of shoesgby merchants. 

“Rxtensive sales of shoes at little if 
any advances in prices over April 1. 

“Continued labor troubles and pros- 
pects of more to come. 

“These changes are taking place in 
the month of April as they did in the 
rise six years ago. 

“The market most distant from the 
eash buying of the final user has ad- 
vanced most and it is the most in- 
flexible in its terms as is always the 
case. 

“It seems plain that the fear and 
hope of inflation of money, combined 
with labor trouble curtailing outputs of 
leather and shoes are the big forces at 
work on higher prices, with more 
volume.” 





Freeman Increases Production 


BELoIT, Wis.—The Freeman Shoe 
Co. have increased their production 
schedule from a 30 to 40-hour week 
basis. All of the factory’s $50 former 
employees are now working full time, 
and this schedule is expected to be con- 
tinued indefinitely. 

“We are not increasing factory 
operations as a mere temporary spurt,” 
said H. C. Freeman, vice-president. 
“In keeping with our present policy, we 
are placing orders for additional raw 
material. We confidently believe busi- 
ness is on the upward trend.” 





Opposes 30-Hour Bill 


WASHINGTON, D. C.— The 30-hour 
week proposed in the Black bill which 
has been approved by the Senate and is 
soon to go to the house of represent- 
atives for concurrence is “quite un- 
workable” in the shoe and leather in- 
dustry, New England Senators and 
representatives are advised in letters 
received from Thomas F. Anderson, 
secretary of the New England Shoe and 
Leather Association. 

Anderson’s communication urges de- 
feat of the measure, and also asks the 
members of Congress from this section 
of the country to reject any proposal 
that comes before them for reduction 
of tariffs on footwear, leather and al- 
lied products. 

It is further suggested that the Anti- 
Trust laws be modified so as to enable 


manufacturers to “work more ‘closely’ 


together. 
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WANTED TO PURCHASE 


BUSINESS OPPORTUNITY 








Buyers of Surplus Stocks 


We ae buy surplus or entire stecks ef shoes 
fro anufaeturers, jobbers er retailers. 


QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc 


590 Broadway New York 
Phone Canal 6-4296 and 4299 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn bi 
income in service fees. A new system 0 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
| the \ x you Toh. to. No capi- 

requir no a 
or soliciting. "eftablishea et "Address. 
Stephenson Laboratory, 21 Hack Bay, 
Boston, Mass. 








BOSTON SHOW ENDORSED BY SHOE TRAVELERS HEAD 





oes 


Official announcements outlining the 
general program of the 14th Annual 
Boston Shoe Fair have been mailed to 
the trade, and applications for display 
room space in the various cooperating 
hotels already are coming in. As far 
as anything in the future can be fore- 
cast, the Bigger, Broader and Busier 
Show, as it is being termed, will be a 
real success. 

Much favorable comment is heard 
throughout the trade, not only on the 
new joint arrangement between the 
New England Shoe and Leather As- 
sociation and the National Shoe Re- 
tailers’ Association, but on the fact 
that the Fair is this year to be thrown 
open to all shoe manufacturers through- 
out the United States. 

One of the most cordial of the many 
official endorsements of the “New Deal” 
is the letter from President W. T. 
Mitchell of the National Shoe Travel- 
ers’ Association, of San Antonio, Texas, 
herewith published: 


Dear Mr. Anderson: 

“T have read with much interest of 
the “New Deal’ which the members of 
the Annual Boston Shoe Fair have en- 
tered into with the National Shoe Re- 
tailers’ Association for the purpose of 
giving a National aspect to the mid- 
summer gathering in Boston of the 
shoe and leather industry of the United 
States. 

“Undoubtedly, the prestige that the 
National Shoe Retailers’ Association 
will bring to that Boston mid-summer 
show, with the “New Deal” that all 
manufacturers of shoes, tanners, and 
accessories are to be privileged to ex- 
hibit, will be an incentive for more 
buyers to attend than in the past. 

“The educational features alone 
should be an added incentive for a 
larger gathering of shoe merchants of 
the country to visit the Show. With the 
dates assigned coming as they do under 
present unsettled conditions and the 
very likelihood of a rise in leathers 
and shoes, buyers will be most eager 
to have an opportunity of finding out 
what they may expect in the “New 
Deal.” 

“Boston, with its world-famed repu- 
tation for hospitality and many ad- 
vantages for entertainment, will urge 
many of the trade to take a few days 
off and get away from business until 
the moratoriums, gold standard, bank 
holidays, economies, etc., are settled. 








“It pleases me to learn that the 
shoe commercial travelers in affiliation 
with the National Shoe Retailers’ As- 
sociation are to be hosts to all buyers, 
and I can see where every visitor to 
the Show will receive a warm welcome 
and glad hand such as only the com- 
mercial traveler can extend to his 
trade. 

“T wish you all success in your “New 
Deal” and feel it will be a most pro- 
nounced and delightful occasion. 


“Very respectfully, 


“Ww. T. MITCHELL, President, 
“National Shoe Travelers’ Association” 


One of the best-known members of 
the National and Boston shoe sales- 
men’s organizations, H. P. McNulty, 
has been designated as official contact 
man between the Boston Shoe Fair 
management and the New England shoe 
manufacturers. 

The slogan for the big show is 
“BUY IN JULY—IN BOSTON!” 





W. A. Conrad Resumes 


Shoe Retailing 


Wooster, OnHI0.—W. A. & E. L. 
Conrad have just opened a family shoe 
store at 151 East Liberty St., under 
the name of the Conrad’s Shoe Co. The 
Conrads operated a shoe store in this 
city for 25 years, but sold out 5 years 
ago. For the past 5 years W. A. Con- 
rad has been traveling for the Western 
Shoe Co. of Toledo. He recently re- 
signed this connection to reenter the 
retail shoe business for himself. 





Special Golf Windows Featured 


SouTH WEYMOUTH, Mass. — Many 
shoe and department stores have taken 
advantage of the offer of the M. N. 
Arnold Shoe Co. and are creating con- 
siderable window interest through 
using a series of photographs showing 
golf apparel worn in the period from 
1900 to 1920. Further window inter- 
est is created by these stores through 
special golf windows, which have for a 
background, a map showing all the 
different golf courses in the vicinity 
of the store. Golf shoes, especially 
those in the better grades, are selling 
remarkably well this year, the company 
reports with considerable pride. 
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BOOTS AND SHOES 


Ault-Shackford Shoe Co., Auburn, Me... 47 


Bass, G. H., & Co., Wilton, Me............ 
Boyd-Wright Shoe Co., St. Louis, Mo...... 
Brown Shoe Co., St. Louis, Mo........... 32-33 


Cambridge Rubber Co., Cambridge, Mass.. 5 
Chase, W. 8., & Sons, Haverhill, Mass..... 
Child Life Shoe Mfg. Co., Milwaukee, Wis.. 52 
pe. Edwin & Sons, Inc., E. Weymouth, 


Colt-Cromwell Co., New York City....... 
sg J. M., Shoe Co., South Braintree, - 


Dodge, Bliss & Perry Co., Newburyport, 
Mass 50 


Ebberts, John, Shoe Co., Buffalo, N. Y... 4 


Edwards, J., & Co., Philadelphia, Pa., 
Back Cover 


Enna Jettick Shoes, Inc., Auburn, N. Y.... 51 


Ephrata Shoe Co., Ephrata, Pa........... 

Florsheim Shoe Co., Chicago, Ill.......... 8 
Green, Daniel, Co., Dolgeville, N. YX, 
Hannahsons, Haverhill, Mass.............. 50 
Kendall Shoe Co., Haverhill, Mass.......... 54 


Kreider, A. 8., Shoe Co., Annville, Pa.... 49 


Marion Shoe Co., Marion, Ind............. 27 
Mishawaka Rubber & Woolen Mfg. Co., 
ENS, re Front Cover 


Mrs. Day’s Ideal Baby Shoe Co., Danvers, 
Mass. 5 


Nettleton, A. E., Syracuse, N. Y.......... 48 
Old Colony Shoe Co., Brockton, Mass...... 48 
Owens Shoe Co., Lynn, Mass.............. 54 


Richards & B Ce., Randolph, Mass. 48 
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Roberts, Johnson & Rand, St. Louis, Mo... 37 


Smith, J. P., Shoe Co., Ine., Chicago, Ill... 48 


Stacy-Adams Co., Brockton, Mass.......... 48 
Vitality Shoe Co., St. Louis, Mo........... 1 
LEATHER AND OTHER MATERIALS 
Allied Kid Co., Boston, Mass.............. 55 
Evans, John R., & Co., Camden, N. J...... 6-7 
Hubschman, E., & Sons, Taiieteen, Le 


Levor, G., & Co., Inc., Gloversville, N. Y...2-3 
Lima Cord Sole & Heel Co., Lima, O 


New Castle Leather Co., New York City.. 39 


Ohio Leather Co., Girard, O................ 35 
Surpass Leather Co., Phila., Pa........... 29 
Young Co., Richard, New York, N. Y..... 29 
Ziegel Eisman Co., Boston, Mass.......... 29 


MACHINERY, LASTS, MFRS.’ SUPPLIES 
DRESSINGS, ETC. 


Janvier, Walter, Inc., New York City..... 


Mears, Fred W., Heel Co., Boston, Mass... 44 


United Shoe Machinery Corp., Boston, 
MNS | 40.003 Rh ad adewdatieidesnneedacheee 53-57 
United Fast Color Eyelet Co., Boston, Mass. 41 


SHOE ACCESSORIES 


Simplex Shoe Tree Corp., Chicago, Ill..... 50 


MISCELLANEOUS 
Boston Shoe & Leather Fair, Boston, Mass.. 4 
Hotel Martinique, New York City.......... 
Kirsch-Blacher Co., Inc., New York City.. 59 


Stephenson Laboratory, Boston, Mass....... 
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David Davidowitz Dies 


A life of accomplishment, ambition 
and rare modesty comes to a noble 
end. Mr. David Davidowitz, 71, a lead- 
ing figure in the shoe industry, who 
founded and headed the Diamond Shoe 
Company and the A. S. Beck Shoe 


Central Park, West, New York City, 
Thursday morning, May 4. 





DAVID DAVIDOWITZ 


He came to America as a boy from 
Hungary, fifty years ago, and settled 
in New York City. His first business 
venture was a small cobbler store on 
East Houston Street, in ten years he 
had a large retail store in Harlem. 
Five more years found him a whole- 
saler. Then up the ladder, step by step 
he went. He industriously built his 
business until today it is one of the 
large manufacturing wholesale and re- 
tail businesses in the shoe industry. 

Surviving him are his widow, Rose; 
two daughters, Mrs. Florence Housman 
and Mrs. Ethel Soss; and two sons, 
Jack and Eugene, all of New York 
City. Funeral services were held Fri- 
day, May 5 at 1 p.m. at Temple Bna: 
Jeshurum, 257 West 88th Street. In- 
terment at Union Field Cemetery, 
Brooklyn. 
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TWO-STRAP SANDAL 
SPRING HEEL 
Big Infants’ Sizes, 538 io 


72, 
ayy $1.40 


Misses 
B-C-D_ .cccccseee $1. 
No. 807—Smoke Elk 
No. 888—Brown Elk 


Genuine Goodyear Welts 
PLU. 


Patented Exclusive Health 
and Comfort features 
Specially Designed Sandal 
Last—Famous for ae 
Long Wearing Selected 
Soles ... Top Quality - - 


wal 


Sizes, 12% to 2, - 
60 
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IN STOCK! 


Top quality, of course. And the usual Pied 
Piper correctness of detail and workmanship. 
These and other seasonable styles are ready 
for quick shipment. Order now to maintain 
spring and summer volume. 


- - Or send for copy of the complete 
Pied Piper catalog and details of the 
valuable Pied Piper agency proposition. 


T-STRAP SANDAL 
SILHOUWELT 
9/8 Covered Cuban Heel 


Misses’ Sizes...12% to 3 


A-B-C 
No. 2010—Patent 
@ PUG cecccuses $2. 
No. 2014—White 
Jalf 


Exclusive Manufacturers of Juvenile Footwear since 1914 COIN see chucesees £2.50 


WAUSAU - WISCONSIN 


PIED PIPER SHOES 


WORLD'S GREATEST HEALTH SHOES FOR CHILDREN 





Published every week by the Boot & Shoe Recorder Publishing Company, 
at the Post Office at New York, N. Y., under the act of March 3, 1879. Subscription price $3.00 per year. Printed in 


239 W. 39th St., New York, N. Y. Entered as second class matter, Sept. 10, 1925, 
U. Ss. A 
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A big white shoe season 
is in prospect. 


<> Diamond Brand Fast 
Color Eyelets with roll 
setting are the finest shoe 
eyelets made. 


UNITED FAST COLOR EYELET COMPANY 


BOSTON, MASSACHUSETTS 
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Write 
or wire 
to-day 
for samples 


or cease lots 


of these 


STYLE ORIGINALS 


MANY DESIGNS 
MODERATELY PRICED 
TO RETAIL 


9e 


*1.49 


THEY HAVE 
STRONGER SELLING POINTS 


Camcos are washable 


Vultex impregnated mesh that 
wears better and holds its shape 


Camcos fit 


Original, appealing patterns in 
solids or mesh types. 


Leather or crepe soles 
High or low heels 
Accepted season’s colors, 


te 
TREDLITE 
LACE-TO-TOE 


by 
Pe eb es 
a4 kf 


Cameos sell profitably through the summer—no 
worries about mark-downs and carry-overs. Camco 
styling makes the first sale—Camco quality makes 
a repeat sale. 


write or wire new for samples 
and don’t forget Sneex! 


CAMBRIDCE 
RUBBER COMPANY 
Leather Shoe Division 

General Offices and Factories 
CAMBRIDGE, MASS. 


3 BOSTON NEW YORK CHICAGO 
4 600 ATLANTIC AVE. 125 DUANE ST. 317 W. MONROE ST. 
q AND LEADING WHOLESALERS 


 AVIATRIX 
OXFORD 
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AN EXAMPLE OF BLACK MAGIC 


BY 


GREGORY & READ SHOE CO. 
* 


Their judgment backed by many years of experi- 

ence, Gregory & Read Company choose Colonial 4 
Patent as best qualified to sustain their long stand- q 
ing reputation as makers of worthy shoes. 





They have found this superior patent leather admir- 
ably balanced in those qualities necessary to eco- : 
nomical and skilled shoe making, as well as satis- H | 
factory good looks and wear to the retail customer. 


They candidly state that like other particular houses 
they use Colonial Patent because of its superior | 
ee ee ke ee me i 


COLONIAL PATENT 





Lo 
Pay 





COLONIAL TANNING COMPANY - BOSTON 


“ATEN ) : | la 
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“It’s a 


* money-maker 


Writes 


G. A. HANG 


Bronx, New York 


. 


J. W. SHOWALTER Kansas City, says: n' oo, 
“The minute we put ut’ the O.S.I. set-up 


180 YEARS 


accumulated experience 


ask you: 
WHY EXPERIMENT? 


Back of the O. S. I. line of Mod- 
ern Orthopedic Footwear is an ac- 
cumulated experience of 180 years 
in the designing, making and sell- 
ing of health shoes. 


GROUND GRIPPER Shoes—The 
original flexible arch shoe famous 
for 25 years as the only shoe pos- 
sessing all the features necessary 
to relieve foot ailments. 


CANTILEVER Shoes—This is the 
famous shoe with the flexible arch 
and scientific features that for 20 
years has combined unfailing com- 
fort with good looks. 


PHYSICAL CULTURE Shoes— 
Known for 55 years to thousands 
of “hard to fit” women for the 
restful comfort of their built-in 
- and the modishness of their 
ines. 


DR. KAHLER Shoes—Noted 
since 1843 as the shoes of the 
Five Famous Features. Suc- 
cessfully combine smartness of 
appearance with lasting, sat- 
isfying comfort. 


MODERN ORTHOPEDIC 


our sales jumped!” 


What is this ‘““money-maker” that 
Mr. 
about? 


What is this “O.S.I. set-up” that 
jumped sales for Mr. Showalter? 


Hang is so_ enthusiastic 


It is based on the simple, proven 
fact that you cannot possibly get 
your full share of the business to 
be had in orthopedic footwear 
with one health shoe alone. 


O.S.I. — Orthopedic Shoes, Inc. 


-—therefore provides a coordi- 


HEADQUARTERS 


FOOTWEAR 


bee 


Sd 


‘ 


nated . . 
line of Modern Orthopedic Foot- 
wear that enables you to supply a 


. and non-conflicting . . . 


type of shoe for each of the fun- 
damental types of human feet . . . 
and do it on a reasonable inven- 
tory, too. In this way can you 
promise and deliver truly satisfy- 
ing comfort to the 58 out of 
every 100 persons who are logical 


prospects for health shoes. 


Learn more about the great pos- 
sibilities that open to you when 
you make your store Foot Health 
Headquarters . . . the opportuni- 
ties for greater returns, for a con- 
tinuing business free from all the 


risks of novelties. Write at once. 


ORTHOPEDIC SHOES, Inc. 
9-11 East 37th St., New York 





“aFTER taking over the store, one 
1 \ of the first things I did was to 


subscribe for the Boot and Shoe 
Recorder. It has been coming con- 
tinually ever since. Whatever success 
has come to me, I feel has been largely 
due to the inspiration of reading its 
pages weekly for the last 35 years.” 
This was written by my father, 
Thomas S. Childs, January 10, 1925. 
I want to express a similar apprecia- 


tion, and feel no less inspired than did 


AND SHOE RECORDER 


Boor 
combining THE SHOE RETAILER, May 20, 19) 


my father when I thumb the pages of 
the Recorder week after week. 

That one word ‘“‘Inspiration”’ is 
hardly adequate to describe the prac- 
tical benefits which we receive from 
the tried and tested merchandising 
articles appearing in the Recorder. 

No voice of the industry speaks with 
such authority, and our ear is quite 
attentive in listening to the advice and 
suggestions reflected from a thousand 


whispers of the trade. 








When writing advertisers please mention Boot and Shoe Recorder 
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combining THE SHOE RBTaILeR, May 20, 1933 


The Recorder seems to have its 
editorial ear constantly to the ground 
which acts as a sounding board for all 
aggressive thinking, merchandising 
and style trend guidance. 

It has always spoken for and sup- 
ported good trade practices. It has con- 
demned with equal vigor “Private 
Enemies” of the shoe business— but 
we like it best when it just swaps ideas 
with other shoemen, because from this 


merchant contact, which seems to be 


’ 


nation-wide, we are frequently able to 
say, “Well, that’s a good idea for my 
business.” 

We cannot express our appreciation 
more forcibly than to say that, what- 
ever success has come to us in our busi- 
ness, a great part has been due to 
the inspiration of the Boot and Shoe 
Recorder. 


THOMAS S. CHILDS, INC. 


? 


Holyoke, Mass. PRESIDENT. 


$$ eee 


When writing advertisers please mention Boot and Shoe Recorder 
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IN-STOCK 
19 35's 


FOR IMMEDIATE DELIVERY 


Coordinated style, quality and craftsmanship that you can depend on to 
"follow thru" for you at the selling price YOU set. 






















A constant, dependable, year ‘round in-stock service that safely permits a 
minimum stock and an assured profitable turn-over completes United's ''fol- 
low thru" for America's volume retailers of men's shoes. 





Hu-MAN.ic Foot-FAN — 
The Finer Shoe / Men OFFICIAL VIOLET RAY Pedwin hoes 
Sizes 4 t0 15 Cool Wear Summer Shoes ‘*THEY WIN YOUR FEET" 
Widths AAA to EEEE \ Sizes S$ to 12— Widths A to D a Sizes 5 to 12— Widths A to E 








U-116 = "The Kent" U-506 "The Majestic” U-371 "The Mayfair" 
A "finer shoe for men" in white A combination of white elk and black A two-tone, all-season sport: One of 
genuine nu-buck. One of the numer- calf. One of ten in-stock numbers many individually styled in-stock 
ous exclusive “HU-MAN-IC" in-stock available in this popular cool-wear "“PEDWIN" numbers. 
numbers. Summer shoe. 


United shoes are available from stock bearing our advertised brand or may be had 
with your individual brand. Our representative in your territory will be glad to 
give you complete details. Write for an early showing of the new Fall line. 


if 
* 


# 


UNITED SHOE MFG. CO. 1610 WASHINGTON 9T. LOUIS | 


When writing advertisers please mention Boot and Shoe Recorder 
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